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For full information, see your building supply distributor, or write, wire or call 


Dodge WIRE CORPORATION 


249 Spring Street, $.W., Atlanta, Georgia « Phone: JAckson 5-4514 
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Powerful ammunition to make your selling job easy for Barclay plasticoated panels in 
decorator solid-tones, attractive tile patterns. Four-color ads bang away at your consumer custo: 
decorators, builders...more of your customers. Hard-hitting mat ads tell the Barclay : 

window streamers that pull in customers...self-selling store displays ...eye-catching decals 
booklets, And the new material for Barclite reinforced fiberglass panels has more powe 
double-barre! program, we load your guns with the best selling ammunition in the business 
customers, showing them why Barclay and Barclite are the outstanding panels for any in 
load up with Barclay ammunition. Call or write your local Barclay and Barclite distributor fc 


Newspaper ads w Window streamers @ Displays # Decals » 4-color Brochu 
BARCLAY MANUFACTURING COMPANY, INC. PA BARCLITE 
Dept. SB8, Barclay Building, N. Y. 51, N. Y 


For more details on abov 
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streamline, luxurious wood grains, 
| page ads pre-sell architects, contractors, 
way you want it to be told... colorful 
ting, informative counter 
»ver—sells on sight! With this booming 
ece hits the target, your 
n! Be the top gun in your area... 
samples and all this free material. 


Magazine ads and more! 


ORPORATION OF AMERICA 


ms, use Coupon on Page 66 





GREATER 
PROFITS 


Through 
Faster 
Sales 
When you 
Stock 
Simpson 
Redwood 
Siding 





Cash in on the growing demand 
for Simpson Redwood Siding... 
“The wood with the most ability” 


PAINTABILITY, 
WORKABILITY, 
DURABILITY and 
STABILITY 


CALL YOUR 

SIMPSON 

DISTRIBUTOR 

TODAY ... or write 

to our nearest regional office 
for his name and address 


RELY ON 


SIMPSON REDWOOD COMPANY 
ARCATA, CALIFORNIA, P. 0. BOX 127 
NEW YORK CITY, N. Y., 500 Fifth Ave. 
CHICAGO, ILL., 728 Daily News Bidg. 
CLEVELAND, OHIO, 610 Hanna Bidg.. 
KANSAS CITY, MO., 406 W. 34th St. 
DALLAS, TEXAS, 513 Meadows Bidg. 
ATLANTA, GA., 2909 Buford Hwy., N. E. 
Member California Redwood Association 

$R-83 
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Serving these Dealer Associations 


Associations serving Building Supply Dealers in the 18 Southern and 
Southwestern states — and served by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange — 519 Stallings Building, 
Birmi m 3, Ala. Executive Secretary: Mrs. Mary K. Harless. 
Tel. 7-3195. President: Emanuel J. Va akes, Birmingham, Ala. 
peor Association of Lumber Dealers — 727 Pyramid Build- 
i Little Rock, Ark. Secretary: E. age "aeregeae: Tei. 
8263, President: L. A. Hardman, Helena, 

Building Material — of Georgia — a Glenn Building, 
120 Marietta Street, W., Atlanta 3, Ga. Tel. JA 3-7349. 
Executive Secretary: Moses? G. Drews. President: Harrell C. 
Murray, Savannah, Ga. 


Cerolina Lumber and Building Supply Association — | | 4 Build- 
ers Building, Charlotte, N. C. reds -Manager: E. M. Garner. 
Tel, FRanklin 6-1503. President: R McClure, Charlotte. 


Florida hog and Millwork Association — 2218 Edgewater 
Drive, P. O. Box 7125, Orlando, Fla. Secretary-Treasurer: Mrs. 
Marie M. Bennett. Tel. GArden 2-3761. President: Arthur C. 
Bivins Jr., Miami, Fla. 

Kenses Lumbermen’s Association — Room 212, Farmers Na- 
tional Bank Building, Salina, Kan. Secretary: Marvin Van Fange. 
Tel. 4607. President: A. E. Nickelson, Emporia, Kan. 

Kentucky Retail Lumber Dealers Association — Marion Noa- 
tional Bank <4, Lebanon, Ky. Exec. Vice-President: Donald 
A. Campbell. Tel. 72. President: YWallace W. Henderson, Hop- 
kinsville, Ky. 

Louisiana Building Material Dealers Association — 528 Florida 
Street, Baton Rouge, La. Exec. Vice-President: R. Needham 
Ball. Tel. 2-4080. President: T. W. M. Long, Shreveport, Lo. 
Lumbermen’s Association of Texas — 304 First Federal Savings 
Bidg., Austin 1, Tex, Executive Vice-President: Gene Ebersole. 


SOUTHERN SUILaERS SUPPLIES is gee monthly by R. C. Smith Publishing Compa 
.E., Alan yy as controlled circulation pu 


Peachtree St., ta 8, 


Volume 13 


Postmaster, Send notices by Form 3579 to 806 Peochtree St., 


Tel. GReenwood 7 94. President: Ralph G. Campbell, 
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Fort 
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Vice-President: H Northup, ‘Tel. NAtional 6757. President: 
J. C. O’Malley, Phoenix, Arizona, 


Oklahoma Lumbermen’s Association — 815 Leonhardt Build- 
ing, Oklahoma City, Okla. Secretary-Manager: W. M. Morgan. 
Tel. 7-0338. President: R. E. Fraley, Ardmore, Okla. 


Southwestern Lumbermen’s Association — 512 R. A. Long 
Building, Kansas City 6, Mo. Secretary- ger ae G. Kenneth 
Milliken. Tel. Vict 2265. President: W. M. Robinson, St. 
Louis, Mo. 
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. O. Box 1589, Fairmont, W. Va. State Secretary: Sam H. 

Diemer. Tel. 364 sident: D. G, Ogden, Dunbar, Va. 


Atlanta, Ga. og and Editorial Offices: 
ation at Charlotte, N. C. 


No. 8 


N. E., Atienta 8, Ge. 





BETTER SERVICE 

Both standard and special 
size TENSION-tites are 
immediately available from 
nearby jobbers. 


EASIER TO STOCK 

Neatly cartoned, sizes plain- 
ly marked, screens protected 
against damage and dust. 
Easily shipped. 


6,000,000 IN USE 
This is the Number 1 screen 
among homeowners and 
contractors throughout the 
South and West. 


LOWER COST 

Both first cost and annual 
cost make TENSION-tite 
the choice for double-hung 
wood windows. 


MORE PROFITABLE 
You make a much better 
profit by offering TEN- 
SION -tite rather than wood 
or metal frame screens. 


STEADY TURNOVER 
The steady turnover, good 
dollar volume, and excellent 
profit make TENSION-tite 
the screen to handle, 


YOUR CUSTOMERS LIKE IT! 


BETTER LOOKING 

Inconspicuous TENSION- 
tite screens stay trim and 
taut for years and years. 
They never need painting. 


NO MAINTENANCE 
All-aluminum TENSION- 
tite screens have simple, 
foolproof hardware that 
does not attract children. 


) Ie For additional information please write 


RUDIGER-LANG CO. 


Factories in Toccoa, Ga. and Berkeley, Calif. 


international Trade Mart + New Orleans 10, La. 
TUlane 7186 


For more details on above items, use Coupon on Page 66 





‘BETTER WAY’ 





Lumber Dealer Plays Santa to a Town 


A lumber dealer of Owasso, Okla., made a dream a 
reality for many of the citizens of this town. 

J. Ray Smith, owner of the Owasso Lumber Co., 
deeded nearly six acres of land to the city council 
of Owasso for use as a recreation park. For a num- 
ber of years the fast-growing community has felt the 
need of a playground and recreation center. Many 
of the local civic organizations have saved money 
toward that end. 

Smith made the gift in his own name and that 
of his wife. He presented the 340’ x 690’ plot at city 
hall in a brief ceremony. 


Display Simplifies D-I1-Y Pattern Browsing 


Interested Do-It-Yourselfers can browse to their 
heart’s content around this combination rack which 
doubles as an attractive display and storage bin for 
building patterns at the Hodges Lumber Co., Roa- 
noke, Va. 


Easily constructed of %” interior-type fir plywood, 
the rack is 8’ long, 4’ high, and 18” across at the bot- 
tom. It has two side panels in an “A” type design 
with a pegboard insert between for display fixtures. 
The base of the rack has a box-like unit to hold a 
good supply of the patterns. A lid closes over this 
unit. 

The rack is identical on each side so that all show- 
room traffic can see it. 


_ This One-Time Ad Brought Results 


“Win A Decorative Screen Door Free — No Obliga- 
tion.” That’s how the Crawford Sash & Door Co. of 
El Paso, Texas, kicked off an attention-getting 74x 
5%” advertisement recently in the El Paso Herald- 
Post. Object: To arouse dealer interest in the new 
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screen doors through retail customer-demand. 


THRESHOLDS and 
nie io gy Dy WEATHERSTRIPS 


test was limited to our local newspaper. We ran this a. Model A40 
ad as an experiment in two issues only — one morning . vP 
edition and one evening edition. We received 304 ‘ oo an 
entries from El] Paso and the surrounding territory. AAR ae. Vent 
Advertising cost was approximately $110. . RAY Gnaeete 
“I believe this contest definitely created dealer 
interest, with the result that some dealers who had 
previously expressed no interest in the doors are now 
selling them out of stock. It also created some in- 
dividual interest resulting in dealer sales.” This modern 
: sweep-over type of 
threshold is completely 
; e water proof, protected at 
Display Dramatizes Brand Names Built acne all floor contact points with long 
for long- asting vinyl inserts. 
A means of dramatizing quality products and brand lasting We manufacture 45 threshold 
names for model home promotions is now available tisfacti types. Send for new catalog— 
to dealers from the Celotex Corporation. satistaction 57A. 


A750 Aluminum 5” x 4” 8750—Brass §” x 4” 
A new, effective latch track that will 
fill the growing school building demand. 


This Name Brand Model Home display unit is per- 
sonalized with the dealer’s name. Ten slots are pro- w/s 
vided for the listing of brand-name products. Build- in handy 
ers may select from a list of more than 60 inserts dispenser with nails. 
bearing the brand names of manufacturers’ products. 

The inserts are printed on translucent material. 
The names are accentuated when the display is illu- 
minated by a light behind the brand-names panel. 

The durable cardboard display unit measures 17%” 
wide by 29” high. It can be set upright on a table or 5 
hung on a wall. 1775 AIRWAYS + PHONE FA 7-8431 »« MEMPHIS, TENN 
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Is Your Most 
Economical and Effective 
Steel Masonry 
Reinforcing 


Dur-O-wal is custom-fabricated to lay float and tight 
in the mortar bed. It is the recognized standard of 
quality, preferred for its unexcelled performance. 


15.0 





CLASS A MORTAR 





be 94" aa 





11.9 Ibs. 


TEST WALL 
Mortar — Class Al 
ASTM Standard C-270-52T. 
8x 6x 16— Haydite Block 
Av. Comp. Str. 1275 psi 





—s 
7 
< 
> 
= 100 
“ 
et 
~ 
< 





“7.15 Ibs. 71% 


INCREASE 





POUNDS OF STEEL IN TEST WALL 


PERCENT OF 


increase in strength over 
non-reinforced walls 





Extra Heavy Dur-O-wal 


ormen TYPES 


Weights per thousand feet — Extra Heavy Dur-O-wal 257 pounds; Standard Dur-O-wal 187 pounds; 
Rolled Netting Type 113 pounds; Deep Weld Ladder Type 139 pounds. 


Dur-O-wol Div., Ceder Rapids Block Co., CEDAR RAPIDS, 1A. Dur-O-wol Prod., 
Inc., Box 628, SYRACUSE, N.Y. Dur-O-wal Div., Frontier Mfg. Co., Box 49, 
PHOENIX, ARIZ. Dur-O-wal Prod., Inc., 4500 E. Lombard St,, BALTIMORE, MD. 
Dur-O-wal of IIl., 119 N. River St., AURORA, HA, Dur-O-wol Prod. of Ala., Inc., 
Box 5446, BIRMINGHAM, ALA, Dur-O-wol of Colorado, 29th and Court St., 


Tests Conducted by Toledo University Research Foundation PUEBLO, COLORADO Dur-O-wal Inc., 165 Utah Street, TOLEDO, OHIO 
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New FRY 3-D looks better, sells bette longer 
Natural slate dark colored top “ pret ey ar 


the tab cutouts making the 290 

3 times thicker. Root has Onn mao 
appearance not found in others. Available in 13 
gorgeous colors. ‘ se 


Quality... 


you ll make 
more money 
by giving your 
customers Ni a 


more for theirs! ’¢ B shade 
1 il 


Good sound businesses have always been 

built around quality products. The roofing : 

business is no exception. When a man builds ' » 

a home, he expects his roof to last at least the t s just good business to sell 
length of the mortagage- When he’s sold an 


inferior product—@ product weakened by the FRY 3-D 290 LB ASPHALT SHINGLES 


art of substitution—the reputation of the 


company that sold that product is severely 
damaged . . . and its growth possibilities suffer. WITH A 


But, when you sell him Fry 3-D Shado-Bilt, 


290 Ib. asphalt shingles, you make more , 

money .. » you give him a roof with guaranteed 

quality built right in . . . for 20 full years! -. 
A better looking, more massive roof that’s P 


actually the least expensive he ean buy .-- 


year for year! You've made more money on 4m 


easy sale, and you've made a friend for life. 
That’s how sound businesses are built! 
it antl / 
Nr Du ALL * 
Ra 


% TROT LE * 
” b. ORIG BAS 


rniv> LLOYD A. FRY ROOFING COMPANY 


° 
2 

















World's largest manufact iv f i) i ? n roducts—— 
urer 0 
asp: alt roofi ga d allied Pp ts 
& 19 roofing plants strategically located coast to coast 


GENER : 
AL OFFICES: 5818 Archer Road, Summit (Argo P.O.), Illinois. 


SEE Y 
OUR NEAREST FRY DISTRIBUTOR FOR ALL YOUR ROOFING NEEDS 
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SPECIAL S*B-S REPORT 


THE OUTLOOK 
from WASHINGTON 


BUSINESS OUTLOOK for the 
second half of 1958 has now taken 
clear shape in the thinking of gov- 
ernment and business economists. A 
month ago, they began to feel that 
the down-phase of this recession was 
hitting bottom. Now, they are certain 
that some firming will make itself 
evident this summer, with recovery 
moving aleng moderately until the 
end of the year. 

With incomes already rising, con- 
sumer-spending will stay high. This, 
in turn, will induce businessmen to 
stop their heavy inventory liquida- 
tion. As they do, their ordering will 
rise and production along with it. 
The upturn will be on. 

It is now ible to be more spe- 
cific about what will happen to major 
sectors of the economy between now 
and year-end. Factory production 
should snap back nicely, rising 4-5%. 
The number of jobs will not increase 
much, except seasonally. New hous- 
ing starts will rise 8-10% between 
now and December. Hard-goods sales 
will expand by a small, though wel- 
come amount. Consumer prices will 
rise a bit; services will lead the way. 
Wholesale prices will be up on hikes 
in steel, other metals. 


GOVERNMENT CREDIT pol- 
icy changes have not been made yet, 
despite the improved outlook for 
business. There have been rumors of 
a switch — plenty of them; indeed, 
this kind of talk made the bond mar- 
kets weak and nervous. But monetary 
officials are not convinced that the 
time has come to tighten up on 
credit. Some say the turning point 
may be as much as 12 months away. 

Signs that the recession is now 
bottoming out are not going un- 
noticed a the money managers. 
With only gradual recovery in pros- 
pect, however, the need to stimulate 
investment volume is held more 
pressing than tightening up to stem 
inflation. 

There’s some feeling that long- 
term interest rates will drop some 
more this year. Even with mild re- 
covery, the supply of long-term money 


may top demand. The reason? Cor- 
porations will be needing less, as 
their plant-building keeps falling. 


UNEMPLOYMENT UP high for 
another year at least, even though 
production and sales are rising. In- 
stead of hiring extensively to step up 
output, industry may rely on higher 
productivity and a work-week that 
is, perhaps, 144 hours longer. Then, 
too, because of population growth, 
some 750,000 new workers will be 
added to jobless rolls next year. This 
will be more than enough to offset 
those rehired because of recovery. 

The high unemployment of mid- 
summer — between 5-million and 
6-million — will shrink some in 
September as students return to 
school and business shows some more 
firming. But the December figure will 
still be in the 5-million range. And 
in the early months of 1959, it could 
rise further — perhaps to 6-million. 


AN AUTO STRIKE is still a 
ossibility for two or three months 
ee To date, the Union hasn’t 
called a walkout because it would do 
no good; the industry wouldn’t be 
hurt by a shutdown now. The slow- 
down could come when output of 
59 models start rising. 


NOTE STOCK MARKET be- 
havior for what it seems to reveal 
about the thinking of consumers and 
investors. In the face of only modest 
business prospects and poor earnings 
reports, share prices have shown 
striking spurts. Significantly, it has 
been the little sits who have been 
buying, through mutual funds, etc. 
Professional traders have largely been 
pessimistic and have been selling, 
counting on more than a small drop. 

The market’s behavior seems to be 
saying three thing: 

(1) People have money to spend 
or invest in things that appeal to 
them or seem priced right. Incomes 
and savings are high. 

(2) People are optimistic about 
business prospects for the next year 
or so. They’re looking beyond any 
slow recovery period. 

(3) People are concerned about 


inflation again, as they were in 1956 
and 1957. Common stocks are good 
hedges. (If inflation does flare up 
anew, stocks will soar and justify 
all faith.) 


JAPANESE EXPORTERS are 
a a big invasion of the U. S. 
ome markets for electronics equip- 
ment, chemicals, and industrial ma- 
chinery of all kinds. The object of 
this drive is to build up a replace- 
ment for dwindling textiles, now the 
big earner of foreign exchange, but 
facing tariffs and competition. 

First phase of the campaign will 
be the opening in New York this 
summer of an electronics informa- 
tion center, sponsored by the Jap- 
anese government and equipment 
producers. It will push radio parts 
and accessories. Next one may be 
for machinery. 


YOU CAN SAVE on mail costs 
— despite the higher postal rates 
effective August 1 — by taking some 
tips from post office officials. Bienect 
savings can be achieved by switching 
to third-class mail for the distribution 
of all your circulars or printed items. 
It takes longer, but you can trim de- 
livery time by mailing early in the 
morning when post offices aren’t busy, 
and by including the zone numbers. 

Some other ways in which you 
can cut your mail costs: 

(1) Use certified mail for vital 
letters; cost is half registered. 

(2) Have scales checked. Correct- 
ing inaccuracies has saved some 
firms nearly as much as the postage 
rate boosts will cost. 

(3) Use less costly stationery — 
that is, envelopes and paper — for 
internal use or for correspondence 
between branch offices. 

(4) Cut down on air mail be- 
tween leading cities. A first-class let- 
ter will reach many leading cities 
as soon, if mailed early enough. 


SEVERAL NEW U. S. Govern- 
ment publications, just recently made 
available, may prove helpful to you. 
You can obtain any of these from 
the Government Printing Office, 
Washington 25, D. C. 
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“Here's why we're sold on 
handling the Armstrong Ceiling 
line through our wholesaler” 


says Jim Darden, Winston Smith-T Company, Opelika, Alabama 


“He showed us how to make more money. United Ply- 


woods Corp. helped make ceilings a big business for our 
yard. Armstrong Ceilings are easy to sell, they turn fast 
and give us above-average profit margins . . . up to 12.4¢ 
on Textured Cushiontone alone. 


“Our wholesaler is our warehouse. We have less inven- 
tory space tied up, less overhead, smaller inventory invest- 
ments. And United Plywoods’ fast fill-in service enables 
us to maintain our minimum stock quantities of the com- 
plete line of Armstrong Ceilings. 


The Armstrong Cork Company sincerely believes that the wholesaler is \ 
the Lumber Dealer. That is why Armstrong Building Products are sold « 
For the address of the one nearest you, write Armstrong Cork Company, 


r 
4 


“ si 
d are 
Res at - rs UR aon, 


“He’s a business associate, not a competitor. We don’t 
have the prob! f buying from someone who's in com- 
petition with We know that United Plywoods is a 


wholesaler, a it he won’t bypass us by selling direct 
to builders o1 mers, 


come 


“He gives us \ 
saler’s salesm: 
trained our n 
promotional! 
yard traffic a: 


luable merchandising help. Our whole- 
howed us how to display ceilings. He 
m how to sell them and gave us many 
that we've used successfully to build 
ofitable ceilings sales.” 


11 to the growth and prosperity of 
through established wholesalers. 
07 Ramsey Avenue, Lancaster, Pa. 


(Armstrong BUILDING MATERIALS 


Temlok Roof Deck 


Temlok Sheathing Temlok Tile 


shiontone Ceilings 





You can get 


BIG VOLUME on SMALL STOCKS 


LION ROOFING ASPHALT 
For hot application. Most economical 
covering for roofs of large buildings. 


LION ASPHALT ROOF COATING 
Liquid, ready to use. For new roofs 
or to preserve old ones. 


LION ASPHALT PLASTIC CEMENTT 
For repair of breaks, cracks and 
holes in all types of roofs. Also for 
sealing and waterproofing. 


LION ASBESTOS ASPHALT ROOF COATING 
Surface finish for new roofs. Also 
recommended for renewing old, dry 
roll roofing. 


LION ASPHALT R. D. PRIMER 
Serves as primer for hot asphalt ap- 
plication for dampproofing concrete 
or masonry. 


LION COLD PROCESS LAP CEMENT 
Quick-setting, liquid asphalt. Elimi- 
nates nails on lower edge of roofing. 


LION COATING NO. 3} 
Has a high filler content. Especially 
effective on metal surfaces where a 
tough and abrasion-resistant coating 


LION BLIND NAILING CEMENT 
A ready-to-use compound of asphalt 
and asbestos fibre which eliminates 
the need for nailing the lower edge 
of roll roofing, avoiding leak hazards; 
also for applying selvage-edge roll 
roofing and unsaturated felt. 
{Made under the Process of Patent No. 2393774 





LION OIL COMPANY 
EL DORADO, ARKANSAS 


Please send me complete information about your Asphalt 
Roofing Products and the name of your nearest whole- 


sale distributor. 


Name 





I icine namie 





City 





vin LION 


Asphalt 
Roofing 
Products 


Big profits on a small investment! That’s what 
you can expect when you handle Lion roofing and 
waterproofing asphalts. Here’s why: 


Wide consumer acceptance of the Lion line means 
fast turnover. And quick deliveries from your nearby 
Lion distributor enable you to do a large volume 

on small stocks ... which means a minimum 

of cash tied up in inventory. 

Lion asphalt roofing products are of the highest 


quality. Each meets or exceeds the most 
rigid U. S. Government specifications. 


Get complete information about Lion Asphalt Roofing 
Products... how the Lion line can make more money 
for you. Mail the coupon now. No obligation, of course, 


EL DORADO, ARKANSAS 


= Lan 
- } * 
‘ > 
. ‘ TRADEMARK OF 
MONSANTO CHEMICAL COMPANY 


A Division of Monsanto 
Chemical Company 


LION OIL * Sas COMPANY 
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Rimco “’Slide’’ 


Rimco ‘Vent’ 
and Rimco ‘View’ 


Rimco ‘‘Basement”’ 


Rimco ‘Casement’ 


(i RE RT 


If RIMCO Wood Window Units 
are not available 
from your source of supply, 
write our FACTORY DIVISION 
for name of your nearest distributor. 


SEE RIMCO WOOD WINDOW UNITS 

AT THE N.R.L.D.A. SHOW IN 

CHICAGO, NOVEMBER 22-25, 1958 
BOOTH NO. 507 


Zf 
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The Rimco “SIX-TEN” 








st 


NOW! A REMOVABLE 

Wood Window Unit for 
Standard Frame Openings. 
The “S] 
Builder an 
more prol 
yet a co! 
perfectly 


EN” Unit provides the Home 
wner with Benefits galore! No 
; with Special Openings, and 
etely Weather-stripped and 
nced REMOVABLE Unit. 


Many | 
Selected 
— All Gla 
Sturdy B: 
Weatherst 


n, sales-proven Features: 
stern Ponderosa Pine, Treated 
edded — Wide Size Range — 

and Anodized Aluminum 
Factory Applied. 


sVIDE TO WINDOW QUALITY 


WUALITY ZZ - . SS APPROVED 
parcaror Kh 2™ nO. 603 
imerican W000 WINDOW Institute 

s TO STATES COM STRO 408-8 


+ Preservative treated 
+ Properly batanced 
oO + Ethcrentty weatherstnppec 





Quality Products of 


FACTORY DIVISION 





WORK COMPANY 








Rock Island, Illinois 
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TOP NEWS 








Construction Contracts Set 
All-Time Record in May 


Construction contracts in the 
United States in May totaled $3,- 
402,575,000, the highest figure ever 
reported for any single month, ac- 
cording to the F. W. Dodge Corp. 

The May total was only a small 
fraction of one per cent above the 
previous record set in May, 1957, 
but it exceeded the third highest 
month of June, 1957, by five per 
cent. 

Cumulative construction con- 
tract totals for the first five months 
of 1958, with percentage changes 
from the corresponding period of 
last year, are as follows: non-resi- 
dential building, $4,538,896,000, 
down 5 per cent; residential build- 
ing, $5,145,117,000, down 3 per 
cent; heavy engineering, $3,299,- 
511,000, down 8 per cent; total 
construction, $12,983,524,000, down 
5 per cent. While these cumulative 
figures show the current year lag- 
ging behind 1957, the spread be- 
tween the two years has narrowed 
considerably during the past three 
months. 


Kentuckian Heads Up 
NBMDA Member Drive 


Building Materials Wholesaler 
Charles J. Friedl of Louisville, 
Ky., was recently appointed mem- 
bership committee chairman of 
the National Building Material 
Distributors Assn., according to 
NBMDA President T. J. Dough- 
erty of Cincinnati, Ohio. 

Describing as “urgent” an inten- 
sive membership drive just launch- 
ed by the association, Dougherty 
attributed the action to three prin- 
cipal causes: 

(1) Continued emphasis on the 
importance of the wholesale dis- 
tributor and the economic justifi- 
cation for the use of the wholesale 
distributor by both the national 
manufacturer and the retail dealer. 

(2) A greater need for the 
wholesale distributor to meet the 
competitive challenge of other in- 
dustries vying for a greater share 
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of the consumer dollar. 

(3) Concentration of all phases 
of independent warehousing 
wholesalers in order to present a 
united front in the expanding in- 
dustry. 

NBMDA’s membership is now 
approximately 475 independent 
wholesale warehouses in 42 states, 
with total annual sales of nearly 
%-billion dollars. The association 
is said to represent approximately 
one-third of the qualified whole- 
sale distributors of building mate- 
rials in the United States. 


Weyerhaeuser Timber 
Appoints Orell as V-P 


Bernard L. Orell, former vice- 
president of Weyerhaeuser Sales 
Co., St. Paul, Minn., has been 
elected a vice-president of Weyer- 
haeuser Timber Co. in Tacoma, 
Wash., it was announced by Presi- 
dent F. K. Weyerhaeuser. 

Orell will direct and coordinate 
over-all resource relations and 
public affairs activities of Weyer- 
haeuser Timber Co. and its sub- 
sidiaries. 

Elected as vice-president of 
Weyerhaeuser Sales Co. in 1953, 
Orell also served as resource rela- 
tions counsel for the company. He 
was a state forester for the state of 


Washington from 1949 to 1953. He 
served two years as assistant pro- 
fessor of forestry at the University 
of Washington, three years as pro- 
tection inspector and training of- 
ficer for the Oregon State Forestry 
Dept., and four years with the 
U. S. Forest Service. 

A native of Portland, Ore., Orell 
is a graduate of Benson Poly- 
technic School and Oregon State 
College, with B.S. degrees in for- 
estry and education, and a master’s 
degree in forestry. 


Dealers Reveal Optimism 
in Business Outlook Survey 


Retail lumber dealers are opti- 
mistic about business prospects for 
the rest of this year, according 
to the nationwide survey of busi- 
ness conditions and prospects re- 
cently completed by the National 
Retail Lumber Dealers Assn. 

The hopeful outlook applied to 
all major types of construction 
serviced by dealers. Of those sur- 
veyed, 92 per cent believed pros- 
pects for new home building were 
either good or fair. For farm build- 
ing, the figure was 64 per cent; 
for commercial and industrial con- 
struction, 81 per cent; for repair 
and modernization, 98 per cent. 

The average age of accounts re- 
ceivable was only 55 days, as 
compared with 57 days when a 
similar survey was conducted in 
October, 1957. Three out of every 
five dealers stated that their col- 
lections from customers were sat- 
isfactory. 

Two-thirds of the dealers were 
carrying as much or more inven- 
tory than they had last fall. There 
was some decline in profits and 
sales, but 42 per cent said sales 
were either higher or about as good 
as last fall, and 45 per cent said 
profits were either up or about 
the same. 

Only eight per cent of the deal- 
ers reported feeling that business 
prospects in general were poor. 
Forty-two per cent said the gen- 
eral local feeling was excellent 
or good and 50 per cent said it 
was fair. 
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For handsome paneling... 


suggest LARCH 


LARCH — handsome, versatile and durable. For fine 
paneling in residential or commercial building, the deli- 
cately figured grain of Larch, with its satiny surface and 
unusual coloring, makes Larch an admirable choice. Its 
ability to take—and hold—paints, varnishes and stains 
puts Larch among the most versatile of softwoods. In ad- 
dition, it does not mar or dent easily —especially impor- 
tant for commercial installations. 

The natural properties of Larch—its brute strength, 
straightness of grain and uniform texture— fit it to heavy 
construction. It*is ideal for beams, posts, stringers, joists, 
rafters and studs. 

Available in 3 select, 5 common, 5 structural, 4 dimen- 
sion grades—all carefully dried. Can be ordered in 
straight or mixed cars with other woods. 
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Today’s Western 


t the facts on LARCH. Write for 
REE illustrated book to: 

ESTERN PINE ASSOCIATION, 
lept. 706-K, Yeon Building, 

tland 4, Oregon. 


Western Pine Association 


nber mills manufacture these woods to high 
lards of seasoning, grading and measurement 


idaho White Pine - Ponderosa Pine - Sugar Pine 
White Fir - Incense Cedar - Dougias Fir + Larch 
Red Cedar-Lodgepole Pine- Engelmann Spruce 


ee Farming Guarantees Lumber Tomorrow 


For more details on above items, use Coupon on Page 66 





Fir Plywood Industry Studies 
Three Major Marketing Moves 


The recent annual meeting of 
western fir plywood manufactur- 
ers in Gearhart, Ore., highlighted 
potential action in the plywood 
business that could have far- 
reaching effects. 

It was proposed that the indus- 
try market a “one glue-line” 
product with exterior adhesives, 
completely eliminating interior 
plywood. 

Also recommended was the 
establishment of a “satellite” as- 
sociation to promote trusses, box 
beams, stress-skin panels and in- 
dustrial components made by ply- 
wood fabricators, including Lu- 
Re-Co producers. James F. Fowler, 
association promotion director, 
proposed that the satellite asso- 
ciation — to be called Associated 


Plywood Fabricators — provide 
inspection, quality control, engi- 
neering services, and promotion 
for firms interested in the busi- 
ness. He said 145 firms have al- 
ready expressed such interest. 

A preliminary survey by the 
U. S. Forest Products Laboratory 
at Madison, Wis., established that 
scientifically-controlled use of old 
growth timber affected by white 
pocket may be used in fir plywood 
without any sacrifice in perform- 
ance standards. 

Some 250 mill officials from 
Washington, Oregon and Califor- 
nia were on hand for the meeting, 
officially held to elect Douglas Fir 
Plywood Assn. officers for the 
ensuing year. A. W. Agnew was 
re-elected president. 


ASPHALT ROOFING PLANT OPENS NEAR ATLANTA 


The Piedmont Co., building mate- 
rials manufacturer of Douglasville, 
Ga., has completed construction 
of its new asphalt roofing plant, 
shown above. It will manufacture 
a line of asphalt roofing products, 
including roofing shingles, roll 
roofing, felt and plastics. Also in- 
cluded in the production will be 
built-up roofing materials for both 
flat and steep roofs. 

Kenneth A. Miller of Jackson- 
ville, Fla., plant manager, has had 
17 years of experience in plant 
operation, most recently as factory 
superintendent for the Lloyd A. 
Fry Roofing Co. in Jacksonville. 

Piedmont was incorporated last 
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December, and is owned by a num- 
ber of stockholders in the South- 
east. 

Officers and directors of the 
company are C. B. F. Young, presi- 
dent; Leo Daniel Sheridan Jr., 
vice-president and sales manager; 
and Louis Carter Trousdale, sec- 
retary-treasurer. 

Other directors include TV star 
Pat Boone, W. S. O’Neal of Doug- 
lasville, Ga., and Robert L. Fore- 
man Jr. of Atlanta. 

The location of the Piedmont 
Co. was selected to give fast serv- 
ice to the Southeastern area, par- 
ticularly to the Atlanta area and 
the Carolinas. 


DFPA Assigns Landes 
To Field Promotion Staff 


Among five new field men re- 
cently added to the national field 
staff of the Douglas Fir Plywood 
Assn. was Gilbert D. Landes, who 
works out of Washington, D. C., 
regional headquarters. 

Landes came to DFPA from the 
Peytons Concrete Products Co. of 
Benton, Ill., where he was assist- 
ant manager. Duties of the staff 
men include advice to and con- 
sultation with architects, builders, 
dealers, and industrial users of 
fir plywood in major markets 
throughout the country. 


Paine Lumber Changes 
Hands After 105 Years 


Controlling stock of the Paine 
Lumber Co., Ltd., of Oshkosh, Wis., 
has been sold by its founding 
family to a new-employee owner 
group, headed by D. E. Castle, 
president. Mrs. Jessie K. Paine, 
widow of the late Nathan Paine, 
has retained her interest as a pre- 
ferred stockholder of the company. 

Castle was most recently asso- 
ciated with the Kiekhaefer Corp., 
of Fond du Lac, Wis. Prior to that, 
he served with the Northwestern 
Steel and Wire Co. of Sterling, IIl. 

Paine Lumber has been engaged 
in the manufacture of lumber and 
millwork products for 105 years. 
In 1935 Nathan Paine introduced 
to the door market the REZO hol- 
low core flush door. Since that time 
the company has concentrated on 
manufacture of hardwood veneer 
flush doors. 
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More than 

1872 million 
advertising messages 
working to help 

you sell! 


To help you sell Tenneseal V- Drain 
Roofing, American Fence, American 
Barbed Wire and other USS Steel 
Products for the farm, TCI has in- 
creased its advertising schedules in 
important southern farm magazines. 
This year over 184 million advertising 
messages will go to prospective cus- 
tomers who receive Progressive Farmer, 
Farm & Ranch and Farmer-Stockman. 
All this advertising is designed to build 
good will for USS Steel Products and 
the dealer who displays the ‘“*TCI 
Farmer”’ signs in his store. These signs 
can be ordered from your jobber sales- 
man or direct from TCI. Every USS 
dealer should also have a supply of The 
Farmers and Ranchers Handbook, im- 
printed with his store name and address, 
to give away to his customers. This 
72-page booklet not only contains in- 
formation that is extremely helpful to 
the farmers; it is also a catalog of USS 
Steel Products. 

Identify your store with USS Steel 
Products for the farm . . . then you’ll 
get your share of sales generated by 
powerful and persuasive advertising. 
Tennessee Coal & Iron Division, Fair- 
field, Alabama. 

USS, Tenneseal and American are registered trademarks 


ited Stetes Steet 


Tennessee Coal & Iron 
Division of 
United States Steel 


General Offices: Fairfield, Alabama 
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Robert A. LaCosse Heads 
Insulation Board Institute 


Newly-appointed technical di- 
rector of the Insulation Board 
Institute at Chicago is Robert A. 
LaCosse. 

A graduate construction engi- 
neer, LaCosse has been associated 
with the technical and standards 
department of the National Lum- 
ber Manufacturers Assn., the steel 
buildings division of Union As- 
bestos & Rubber Co., Herlihy-Mid- 
Continent Co., and Stewart Roofing 
and Construction Co., all in Chi- 
cago. 

Members of the Insulation Board 
Institute, who produce more than 
90 per cent of the insulation board 
made in the United States, are 
Armstrong Cork Co., Certain-Teed 
Products Corp., Celotex Corp., 
Flintkote Co., Insulite Division of 
Minnesota and Ontario Paper Co., 
Johns-Manville Sales Corp., Kaiser 
Gypsum Co., National Gypsum Co., 


Pioneer Division of Flintkote Co., 
Simpson Logging Co., United 
States Gypsum Co., and Wood 
Conversion Co. 


New Lumber Brokerage 
Opens in Portland, Ore. 


The Plywood & Lumber Corp. 
of America, a new lumber broker- 
age service, has opened offices in 
Portland, Ore. The company is set 
up as a specialized buying service 
for lumber purchasers and users 
and as a direct sales service for 
plywood, pine and fir mills. 

President of the company is 
Jack L. Cutsforth, a veteran in 
the Northwest lumber industry. 
Prior to forming his own opera- 
tion, Cutsforth managed the pine 
lumber and fir plywood divisions 
of North Pacific Lumber Co. He 
previously handled plywood and 
door sales for Medford Plywood 


KOHLER ‘COLOR EYE’ IN USE AT S. C. PLANT 


This electronic device, called a “Color Eye,” is at work in the Kohler Co. plant 
in Spartanburg, S. C., reportedly assuring uniformity of color in enameled iron 


and vitreous china plumbing fixtures. 


The instrument registers, through a highly sensitive gauge, the amount of 
light refiected from an approved color and the sample being tested. Thirteen 
different light filters are used to test materials under varying light conditions. 

Using the “Color Eye,” technicians check the color fidelity of new pigment 
shipments, as well as finished batches of all enamels and china glazes. Varia- 
tions in colors are held to a minimum, assuring customers of close color harmony 


between various units of a set of fixtures. 
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and Door Companies, and sales 
promotion work with dealers 
through jobbers for Valley Ply- 
wood and Western Veneer. Cuts- 
forth is a graduate of Oregon State 
College, where he majored in busi- 
ness and technology. 

In reviewing his purpose for 
establishing the new company, 
Cutsforth stated: “Our primary 
interest is in commission buying 
or selling, not wholesaling. Our 
operation is geared to provide a 
reliable lumber service center that 
will reduce selling and buying 
costs.” 


Gidwitz Urges Change 
In Building Attitudes 


A six-point program to change 
the home building industry’s ul- 
tra-conservative attitude toward 
new materials and techniques and 
to spur construction of more and 
better homes at lower prices has 
been advocated to government of- 
ficials by Gerald S. Gidwitz, chair- 
man of the board of Continental 
Materials Corp. 

The head of a Chicago building 
materials firm, Gidwitz advocated 
establishment of a special agency, 
under the direction of the FHA, 
composed of housing officials, 
architects, engineers, building con- 
tractors, materials manufacturers, 
building trade unions and munic- 
ipal building code officials. 

The special agency would con- 
cern itself with improving home 
construction techniques and de- 
sign, by testing new advances and 
promoting the use of these mate- 
rials and methods. 

Gidwitz proposed that the agen- 
cy sponsor an intensive educa- 
tional and promotional campaign 
which would include, among other 
projects, the erection of new mod- 
el homes in at least 100 key areas, 
incorporating new materials, fresh 
ideas in designs and new building 
techniques. 

By making full use of the new 
materials and techniques now not 
generally accepted, Gidwitz said 
it is possible to build homes for 
at least 20 per cent less than those 
being built with conventional ma- 
terials and methods today. 

Gidwitz also advocated that 
the group make a thorough study 
of community building codes 
throughout the country; then pre- 
pare a modern standardized build- 
ing code to be submitted to the 
FHA for its endorsement. 
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Standard size: one pint of 


AMERICA’S 


Latex, 5 pounds of powder. 
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Same color 
as concrete. 


Large size: one quart of Latex, 


Economy size for large jobs 10 pounds of powder 


and for contractors: allon 
of Latex, 40 pounds of vder. 


e Comes with Latex (liquid binder) 
and powder (dry, cementitious 
filler) all in one package. 

And to make your selling job easier... 


Flintkote Latex Cement Patch comes 
packaged in 3 popular sizes . . . to 
suit every need ... from “‘do-it-your- 
selfers” to the large-job contractor! 
Folders and other merchandising 
aids available. 
Contact your Flintkote distributor 
for your supply. Or write: The Flint- 
kote Company, Building Materials 
Division, 30 Rockefeller Plaza, N. Y. 
20, N. ¥. 


TE 


It’s the newest thing in patches! 
sells itself to homeowners, odd- 
men, contractors . . . and keeps ’ 
coming back for more: 


e Just the thing for smooth-patc! 
rough concrete floors or roof dec 
..- filling cracks .. . leveling, pat« 
ing steps and dozens of other jo 


Phenomenal ‘patching action 
Flintkote Latex Cement Patch s: 
in an hour or less for most jobs 
sticks tight . . . won’t shrink. 


Easy to handle. All the user needs 
is a trowel. 









Bradley Lumber Company Is Sold 
To Potlatch Forests for $20- Million 


Sale of the Bradley Lumber Co. 
of Arkansas in Warren, Ark., to 
Potlatch Forests, Inc., of Lewiston, 
Idaho for $20-million was recently 
reported. Potlatch is the second 
largest industrial user of wood in 
the world. 

The Bradley mill at Warren em- 
ploys about 1,000 people. It was 
founded around 1900 by R. W. 
Fullerton and his brother, S. Baker 
Fullerton. The former was presi- 
dent of the company until his 
death, when he was succeeded by 
his brother. Members of the Ful- 
lerton family hold nearly all of 
the 4,000 shares of Bradley’s stock 
which will be sold to Potlatch for 
$5,000 per share. 

The Bradley firm manufactures 
pine dimension lumber, hardwood 
flooring and furniture. 

Potlatch bought the Southern 
Lumber Co. in Warren in 1956 
and now operates it as the South- 
ern Lumber Co., Division of Pot- 
latch Forests. Officials of Potlatch 
are presently undecided about 
combining the office forces of the 


two Warren operations. 

Potlatch, a Delaware Corpora- 
tion founded in 1927, operates five 
sawmills in Idaho and one in 
Washington, in addition to a paper 
mill at Lewiston, and a converting 
mill at Pomona, Calif. The com- 
pany is noted for utilizing waste 
products, such as producing 2x4’s 
from 1x4’s sealed together. 


S-B-S Advertiser Cops 
Ad Campaign Honors 


Marsh Wall Products, Inc. of 
Dover, Ohio — whose Marlite pan- 
eling advertisements appear in 
SOUTHERN BUILDING SUPPLIES — 
was recently awarded first place 
in a consumer magazine advertis- 
ing campaign conducted by the 
Advertising Federation of Ameri- 
ca. 
Developed by the Howard Swink 
Advertising Agency, Inc. of Mari- 
on, Ohio, the Marsh Wall Products 


BARGE LOAD OF STEEL AT NEW LACLEDE PLANT 


Geared to the opening of the Laclede Steel Company’s new steel fabricating 

plant in Tampa, Fla., was the arrival of this first full ocean-going barge of 

steel from the company’s Alton, Ill., plant. Serving steel users throughout the 

South for 50 years, Laclede also has plants at Memphis, Tenn., and New 

Orleans, La. Its wholly-owned subsidiary, Southern Steel Corp., operates in 
; Beaumont and Dallas, Texas. 
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program competed with more than 
200 other entries from Ohio, Indi- 
ana, Kentucky, and West Virginia. 


Weather-Proof Makes 
Executive Appointments 


The Weather-Proof Co., Litch- 
field, Ill., has announced promo- 
tion and appointment of three 
executives. 

Promoted to vice-president of 
marketing is I. Gomberg. He 
started with Weather-Proof in 
1953 as sales manager and became 
director of sales and advertising 
in 1956. 

Homer T. Pittman has been ap- 
pointed vice-president of manu- 
facturing and engineering. A grad- 
uate of the University of Texas, 
he came to Weather-Proof from 
the F. C. Russell Co. of Cleveland, 
where he was vice-president in 
charge of manufacturing. 

John R. Stephens, promoted to 
sales manager of Wepco, joined 
the company in 1954. Voted the 
most outstanding salesman in 1954 
and 1955, he was promoted to 
Midwest district manager in 1956. 
Stephens was previously employ- 
ed by Brown-Bigelow of St. Paul 
and Bloom Box of Minneapolis, 
Minn. 


Capitol Products Opens 
First Plant in Texas 


Improved service for South- 
western builders was inaugurated 
recently with the opening of a 
Capitol Products Corp. plant in 
Sherman, Tex., the first company 
plant outside its home state of 
Pennsylvania. 

Capitol Products manufactures 
aluminum prime windows, win- 
dow walls, and rolling glass doors 
for new construction. The com- 
pany is said to be the world’s 
largest manufacturer of aluminum 
combination storm windows and 
doors. The main plant in Me- 
chanicsburg, Pa., will supply the 
Sherman plant with aluminum 
extrusions, which are produced 
as raw material for its products. 

About 500 builders and distrib- 
utors were present at the dedica- 
tion ceremonies of the new plant 
— a modern single-story structure 
of 72,000 square feet. It was con- 
structed on land owned by the 
company. 
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- + « Because concentrating your buying 
power gives you the advantages of lower 


THERE'S REAL ECONOMY... shipping costs and quantity discounts from 
IN COMPLETE LINE BUYING Donley Brothers. This means lower prices 


for your customers, greater profits for you. 


WHEN YOU SPECIFY Shown below are just a few of the many 


popular items in Donley’s complete line. 


D O Ni 2 EY Check off your needs and mail the coupon 
for further information. 


oo USE THE ENTIRE AD AS YOUR COUPON a 
r me HRHHHH& | 
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(1) absustaste FOUNDATION 
VENTILATORS 0 unrets 


C0) roor ventitators C) utitity winvows C) soist ANCHORS 
0 ATTIC VENTILATORS 0 BASEMENT WINDOWS 0 WALL PLATE ANCHORS 
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- J} C) automaric sarery 
BURNERS 


2 CAST IRON DAMPER CD cteanour poors () Incinerator Doors [) access poors 
C) sreet DAMPER oO ASH DUMP Oo INCINERATORS O CRAWL SPACE DOORS 





(C) ResiDeNce Packac 


() steer mortar Boxes RECEIVERS 


(C2 street mortar Tuss C) apartment House 
CD aricx ciames C) so1st HANGERS PACKAGE RECEIVERS 


. Develey THE DONLEY BROTHERS COMPANY 
‘ 13905 Miles Avenue * Cleveland 5, Ohio 


8 Please send further information on the products checked above. 














Nome 


e Company 
Street. 


City. Zone State. 


7838.DB 
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Au opening stock special an 
for new Debt dealers deft 


BAR TOP 


ALL si $ ? ? 60 


40% discount .72... Dealer profit $15.06 


REGULAR PRICE... Display material and literature free...wt.40 |b 


—nopeat business 


This /ow cost introductory assortment of Deft gets you Deft SEALS, PRIMES, FINISHES... .dries in 30 minutes. No 
off to a flying start as a FULL-FLEDGED DEFT thinning, nothing els ise from raw wood to bar-top fin- 


: ‘ é ish. THE COMPLETE WOOD FINISH IN ONE CAN, 
DEALER. This one package contains everything a roe completely trouble-free 


dealer needs to feature and sell America’s No. 1 In- Def is continuou vertised nationally to homeowners, 
terior Wood Finish... for PANELING, FLOORS, Pulte, dovi-yousle aches, bul, shea ind 
FURNITURE and CABINETS. tors and « 


wood finishing. 
Now is the time t the many thousands of dealers from 
HB Worthwhile profit on a small investment coast to coast who isiastically endorse, feature and sell 
; Deft. Make friend 1 business and profit handsomely 
BB Only one product to stock, four sizes with Defe Wood | 
Hi Prompt stock fill-in through 850 distributors nationally INTRODUCTORY ASSORTMENT contains 2 gallons, 
HB One product to sell, does complete finishing job * 4 quarts, 6 pints an half-pints, 


MM Quick, easy sales, no long explanation FREE SALES AIDS lude Counter Display, Beautiful Birch 

Ml Beautiful lithographed shelf package Demonstration Pane! bie Cartoon Folder, Consumer Folders, 
; : Window Decal, Ar ‘Spec’’ Sheet and Price List. 

Mi Wide acceptance. . . homeowners, professionals, 


do -it- yourselfers Order Opening Stock Special from your distributor 


Ml Repeat business... once a Deft user, DESMOND BROS. 1026 w. sath St, tos Angeles 62, Calif. 


always a Deft customer Factories: Alliance, Ohio @ Los Angeles, Calif. 
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Pittsburgh Plate Glass 
Opens New Maryland Plant 


The Pittsburgh Plate Glass Co. 
recently dedicated its new mile- 
long plate glass factory at Cum- 
berland, Md. Representing the 
largest single expenditure in the 
corporation’s 75-year history, the 
plant was designed, engineered, 
and constructed at a cost in excess 
of $34-million. 

The new glass factory is located 
on 603 acres of land along the 
Potomac river. The highly mech- 
anized unit employs the twin- 
grinding process in which both 
surfaces of the glass are ground 
simultaneously. 

Production capacity of the new 
unit is estimated at 50-million 
square feet of polished plate glass 
a year. The factory now has nearly 
750 employees. 


Federal Loans Granted 
for Urban Renewal 


Urban renewal projects in the 
cities of Memphis, Tenn., and 
Demopolis, Ala., have both been 
approved for federal loans and 
capital grants. 

The 128-acre “Jackson Avenue” 
urban renewal project in Memphis 
was approved for a $6,535,889 
federal loan and a _ $4,711,720 
capital grant. The predominantly 
residential slum area is located 
slightly more than a mile north- 
east of the city’s central business 
district. After clearance of the 921 


dwelling units, most of which are 
substandard, the project site will 
be devoted to new residential and 
commercial uses. 

Demopolis will eliminate 25 
acres of slums in its “Arch Street 
area” urban renewal project with 
the aid of a $241,148 federal loan 
and a $146,148 capital grant re- 
cently approved by Urban Re- 
newal Commissioner Richard L. 
Steiner. 

The project area is located four 
blocks north of the central busi- 
ness district. It contains 66 dwell- 
ing structures, all but six of which 
are substandard. After the land 
has been cleared and prepared for 
redevelopment, it will be sold to 
private redevelopers as a site for 
single-family residences. 


K&M Announces System 
For Classifying Pipe 


Keasbey & Mattison Co., Ambler, 
Pa., has announced a new system 
of engineering classifications for 
its asbestos-cement gravity sewer 
pipe. The classifications describe 
the pipe’s ability to withstand 
trench loads and its various crush- 
ing strengths. 

For example, Class 1500 would 
mean that each pipe could sustain 
a minimum crushing load of 1500 
pounds per lineal foot without 
failure when tested by the stand- 
ard “three-edge bearing method.” 
The new engineering classifications 
are available in Class 1500, 2400, 
3300, 4000 and 5000. 


SOUTHERN METAL PRODUCTS MOVES TO NEW PLANT 


Southern Metal Products Corp. has moved operations to this new building at 
1775 Airways Blvd. in Memphis, Tenn. The new plant doubles the floor space 
for the company’s manufacture of thresholds, weatherstrips and balances. 

Production facilities have been improved with new machinery and dies. The 
ultra-modern building has the latest in lighting, air conditioning, and other 
production features. R. P. Rodenbaugh and R. J. Graubman are president and 
sales manager, respectively, of the firm. 
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Pinkston, Pearman 
Head Huttig Branches 


Pinkston Pearman 

The Huttig Sash and Door Co. 
has announced appointment of 
Jack Pearman and J. B. Pinkston 
Jr., respectively, as Jacksonville, 
Fla., and Knoxville, Tenn., branch 
managers. 

Pearman succeeds J. B. Clark, 
regional vice-president, who held 
the position for 33 years. He is 
retiring. Pearman joined Huttig 
Sash and Door Co. in 1951. For 
the last three years, he has travel- 
ed a 20-state area as field sales 
supervisor. 

Pinkston, with Huttig since 1946, 
was salesman at the Charlotte, 
N. C., branch for 12 years. Early 
this year he was appointed field 
sales supervisor. As manager of 
the Huttig’s Knoxville branch, he 
succeeds Russell Lortz, who resign- 
ed. 


Ruberoid Plant Earns 
Safety Council Award 


Employees of the Ruberoid Co. 
in Joliet, Ill, recently received the 
National Safety Council’s Award 
of Honor, the highest recognition 
that can be given for an outstand- 
ing safety record. 

The plant earned the honor by 
operating 1,958,355 man - hours 
without a disabling injury from 
July, 1956, to March 21, 1958. This 
achievement established the best 
safety record in the industry. 

At a recent ceremony at the Jol- 
iet plant, Vice-President Edward 
M. Railton presented a plaque to 
plant superintendent A. A. Max- 
well on behalf of the entire or- 
ganization. 

According to Harry R. Mesler 
Jr. of New York, Ruberoid’s direc- 
tor of safety, this was the first 
Award of Honor that a Ruberoid 
plant had received. 
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Now! A full 40% discount plus a special introductory 
offer on Weldwood Wood Finishes 


The biggest profit opportunity in Weldwood his- 
tory. A full 40% discount on orders of 12 gallons 
or more of brand-new Satinlac Lightener, improved 


NEW WELDWOOD SATINLAC® LIGHTENER 


preserves the color of new wood, and at the same 
time prepares the surface for subsequent luster-giving 
coats of Weldwood Satinlac. 

makes “invisible” protection possible. Though not a 
“bleach,” Satinlac Lightener prevents the darkening 
or “wetting” look that usually occurs when new wood 


is finished. 


NEW WELDWOOD SATINLAC® 


new, improved formula offers more body, less odor, 
easier brushing, greater protection against fading, 
water and alcohol spills, grease, and smudges. 
brings out and preserves the wood’s natura! beauty 
without the “built-up” look of ordinary finishes, and 
will not yellow with age. 

goes farther because new formula contains twice as 
much solids as formerly in odor-reduced solvents 
that give a better flow— gives a beautiful “hand- 
rubbed” satin effect with minimum labor. 


WELDWOOD FIRZITE® 

White for blond or pickled effects on all woods to 
give a clear “woodsy finish without a “painty” look. 
Also ideal as a prime coat under paint to prevent 
checking and grain raise on soft woods ee as fir 
plywood. 

Clear for use as a stain base to assure even absorption 
of stain and prevent garish wild grain in softwood 
growth. Also serves as a perfect undercoat for ex- 
terior and marine paint, enamel and varnish. 


i, Weldwood* 


WOOD FINISHES 


Adhesives e Soft and Hardwood Plywood e Doors « Lumber 
PRODUCTS OF UNITED STATES PLYWOOD CORPORATION 
114 showrooms in the United States and Canada 
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#1 Counter Display 


new Satinlac, and Firzite—any combination of prod- 
ucts and sizes. And free with your initial order, 
a special bonus display to step up your turnover. 


FREE WITH YOUR INITIAL ORDER OF 12 GALLONS 
OR MORE—THIS 


NEW, 
MULTI-USE DISPLAY 


Colorful display with 27 
real wood samples shows 
your customers the wide 
variety of effects they can 
get with Weldwood’s new 
line of quality wood fin- 
ishes. Available in counter 





or wall models. 


Wall Display 


YOUR SHELF SPACE IS VALUABLE. Don’t waste it on bulky inven- 
tories of slow-mo\ products. With fast-selling Weldwood 
Wood Finishes, y: supply a majority of your customers’ 
wood finishing needs. And with the big 40% discount, you get 
a bigger profit per square inch of space, too. 


Pet swe eeew we ORDER FORMeweeeceeeseseneuan 


United States Plywood Corporation 

Dept. SBS 8-58, 55 W. 44th St., New York 36, N. Y. 
I want to take tage of your introductory offer 
(12 gallons mi Please enter my order for: 


Pints Quarts Gallons 


CLEAR FIRZITE 
WHITE FIRZITE 
NEW SATINLAC 
SATINLAC LIGHTENER 
The above order entitles me to a free multi-use Weld- 
wood Finishes Display. My choice is: 

unter Display [] #2 Wall Display 














Store name ... 
My name 
Address 





Ship through my jo 
Jobber address 


For more details on above items, use Coupon on Page 66 





PAOVING UP 
im the indwstry 





Kennatrack Corp. ... New dis- 
trict manager for the Houston- 
Memphis-Oklahoma area of this 
sliding door hardware manufac- 
turer is SIDNEY H. STERNE. Since 
1957 Sterne has handled sales of 
two Ekco Products Co. subsidiaries 
in North Carolina, Georgia and 
Florida. 


Groah Sterne 
Hardwood Plywood Institute .. . 
New Atlanta, Ga., manager for 
the HPI laboratory and inspection 
service is WILLIAM J. GROAH JR. 
He succeeds John L. Butler, who 
resigned to join Reichhold Chemi- 
cal Co. Groah is a graduate of 
Virginia Polytechnic Institute with 
a B.S. degree in forestry. He also 
holds a Master of Wood Technology 
degree from North Carolina State 
College. 


The Kohler Co... . A. G. ZIBELL has 
been elected a vice-president of 
this Chicago manufacturer of 
plumbing fixtures. He will con- 
tinue his duties as manager of 
sales. He is a member of the ex- 
ecutive committee and treasurer 
of the Plumbing Fixture Manufac- 
turers Assn. 


Milwaukee Electric Tool Corp... . 
New Nashville, Tenn., direct fac- 
tory representative for this manu- 
facturer of heavy-duty portable 
electric tools is DAVID EGAN. He will 
service Mississippi, Tennessee, and 
parts of Kentucky and Indiana. 


General Tire & Rubber Co... . 
RICHARD H. NESS has been appoint- 
ed Southeastern sales representa- 
tive of the building materials di- 
vision for this Akron, Ohio, firm. 
From headquarters in Atlanta, 
Ga., he will direct sales of Gen- 
eral’s vinyl and rubber flooring and 
vinyl covering and counter- and 
table-top materials. 
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Masonite Corp. .. . FRANK L. BAR- 
CHARD has been promoted to as- 
sistant to the general sales man- 
ager of this Chicago manufacturer 
of panel products. A graduate of 
Northwestern University, Barchard 
joined the company in 1949. He 
has served as product manager of 
Peg-Board sales since 1956. 


Adams Engineering Co., Inc. . . 
HERBERT N. ADAMS has been ap- 
pointed director of sales for this 
Miami, Fla., producer of ABC alu- 
minum building products. For- 
merly with Kuehne Manufacturing 
Co. of Mattoon, Ill., Adams suc- 
ceeded the late Robert E. Salkin 
at the Florida company. 


Reynolds Metals Co... . New di- 
rector of monumental and general 
construction sales for this Rich- 
mond, Va., firm is EDWARD J. 
TANGREDI. Formerly chief engineer 
for Webb & Knapp in New York 
City, Tangredi will direct Rey- 
nolds’ development of standard 
aluminum curtain wall systems. 
He holds a civil engineering de- 
gree from the University of Okla- 
homa and a law degree from St. 
Lawrence University in Brooklyn. 


Heigel Tangredi 


Dant & Russell, Inc. ... J. S. HEIGEL 
has been elected president and 
treasurer of this large lumber and 
wood products wholesaling and 
exporting firm, with headquarters 
in Portland, Ore. He succeeds 
George M. Syversen, who resigned. 
Heigel was previously secretary- 
treasurer. With Dant & Russell for 
11 years, he was no stranger to 
the lumber industry when he join- 
ed the company in 1947. He had 
served previously with Long-Bell, 
Weyerhaeuser Timber Co., and 
George Black & Co. 


Red Devil Tools .. . New sales 
manager for this Union, N. J., 
manufacturer of floor conditioners, 
painters’ and glaziers’ tools is 
WILLIAM 0. AUSTIN JR. Since 1950 
Austin has served the company 
as a district sales manager in the 
Philadelphia and Los Angeles of- 


fices. He was later named western 
regional sales manager in charge 
of 11 states. He is an Annapolis 
graduate. 


A. M. Byers Co... . New manager 
of the Southwestern division of 
this Pittsburgh, Pa., producer of 
wrought iron is JOHN G. CUMMING, 
with headquarters in Houston, 
Texas. A graduate of Ohio Wes- 
leyan University, Cumming has 
served as a field service engineer 
for Byers in New Jersey. 


Western Pine Assn... . JAMES R. 
PYNES has been named assistant 
chief inspector of this association’s 
Bureau of Lumber .Grades. He 
succeeds the late C. A. Schleef. 
A member of the lumber grading 
bureau staff for almost 10 years, 
Pynes has been supervising student 
grader classes in Oregon, Califor- 
nia, and the Southwest for the last 
year. 


Thor Power Tool Co. ... New 
executive vice-president for this 
Chicago manufacturer of portable 
air and electric power tools is JOHN 
A. MCGUIRE. He has been a vice- 
president for the past five years. 
JAMES A. LIND, an officer for 16 
years and currently treasurer and 
vice-president in charge of finance, 
was elected a director. 


American Screen Products Co... . 
New vice-president and general 
manager for this aluminum screen 
manufacturing firm is R. W. WIN- 
TERS. He continues as a director 
of American Screen Products Co., 
Metal Screens Corp., and American 
Screen Products Co. of California. 
American Screen Products Co. is 
also the producer of the Har-Vey 
sliding and folding door hardware. 


McLaren 


L. J. Baldwin & Son... New 
salesman for these manufacturers’ 
agents of New Orleans in Tennes- 
see is ARCH MCLAREN of Memphis. 
McLaren covers the state for 
Stronghold and Screw-Tite nails, 
products of the Independent Nail 
& Packing Co. The Baldwin firm 
also represents the line in Louisi- 
ana, Mississippi, Arkansas, Texas, 
and Oklahoma. 
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Contact Your Nearest 
Dierks Representative: 


ARKANSAS 
EL DORADO 
Billy Jack Smith 
721 Liberty 
. SMITH 
Bill Chisholm 
P.O, Box 744 
LITTLE ROCK 
fay Glover 
P.O, Box 2098 
oy F. Landes 
P.O. Box 2098 
KENTUCKY 
Russell McAlister 
P.O. Box 391 
LOUISIANA 


RIA 

Lloyd Click 
402 McArthur Drive 

ORLEANS 


NEW 
Doyne Smeiser 
242 Little Farms Avenue 
SHREVEPORT 
Buddy Neal 
P.O. Box 631 
413 Louisiana Bank Bidg. 
MISSISSIPPI 
CRYSTAL SPRINGS 
C. &. Kiumb Lumber Co, 
P.O. Box 391 
MISSOURI 
KANSAS CITY 
Luck L. Cox 
1006 Grand Ave. 
LIBERTY 
W. M. Hall 
481 E. Kansas St. 
SPRINGFIELD 


Jack C. Carter 
National Station 
P.O, Box 2047 


Fred Carder, Jr. 
3139 Willow Oak Road 


OKLAHOMA 


ARDMORE 
F. W. Nims, Jr. 
P.O. Box 1911 
1702 Third - SW 
LAWTON 


John G. Burnett 
1622 No. 24th St. 


OKLAHOMA CITY 
F. K. Dw 
P.O. Box 3672 
2201 Classen Bivd. 


W. B. i 
P.O, Box 2 
TENNESSEE 
MEMPHIS 
Duke Forest Products, Inc. 
Box 6251 


213 Plaza Building 
3387 Poplar 


Wooten Hotel 
AMARILLO 

R. ~ 

P.O. Box 214 
CORPUS CHRISTI 

Joe T. Holland 

P.O. Box 1956 

101 W. W. Jones Bidg. 
ci 


924 ICT Buliding 


HOUSTON 
D. J. Saunders 
P.O. Box 1654 


SAN ANTONIO 
J. P. Hart 


P.O. Box 2165 

Gidbs Building 
TYLER 

Morris C. Wells 

P. 461 


.0. Box 
105 E. Hillsboro 


WICHITA FALLS 
Clarence L. Moore 
P.0, Box 982 
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jay Burnett 
Burnett Forest Prod. Sales Co. 





Dierks stack window units 
make good salesmen for you! 


Dierks Stack Window Units add dramat 
sales and profits for dealers! They are the 
with convenience and ease of operation! 


Dierks Stack Window Units are man 
widths. The basic unit is fully assembled 
cardboard carton, labeled as to glass size 
unit. They can be used singly or in a wind 
gear operated units are completely weather 
In the case of gear operated units, the | 
operable, including aluminum screens. 


Fixed units are prepared for easy co 
owner after installation. Design permits 
for storm window. 


Easy gear operation, easy locking, easy 
stallation, easy to live with—that’s the st 
Dierks Stack Window Units. Cal! your ne 
Dierks sales representative or write direct. 


“the choicest lumber products 
from one of the South's largest private tree farms'’ 


ry of 
rest 


nterest to any home, and dramatic 


itmost in window styling, combined 


factured in three heights and nine 
nspected and packed two units per 
ind whether a fixed or gear operated 
v wall or in ribbons. Both fixed and 
tripped; sash is glazed and bedded. 
rdware is applied and the window 


version to gear operation by home 


e use of an extra panel of glass 





in- ATTRACTIVE MODERN SIDING 
Shown in the home , 
is another dramatic utilization 
Write fore ert Pine. 
ite for complete information. 





Dierks Forests, Inc. 


General Sales Offices: 810 Whittington Ave. © Ph 


For more details on above 


NAtional 3-7766 © Hot Springs, Arkansas 


items, use Coupon on Page 66 25 





A COMPLETE 


DEPARTMENT ONLY 


Surveys show that over 40% of all paint sold is for 100 COLORS IN 
interior walls and woodwork. Now ... with two 


magnificent Davis of Baltimore products: 904 atinJone 


w00 adagone ond ‘Jap Mahal vite Savin FINISH An casy-worke ¢ 


ing, velvety 
; ; flat latex wall 
you have the finishes your customers want in the colors paint in 3 


they want for all interior painting. You stock only white finishes. 
... and the neat, convenient Davis color units. With the 
Davis system, there’s no complicated tinting, no inter- 
mixing! The customer gets the finish and color she 


wants in one can of fresh paint, ready to apply. And 100 MATCHING COLORS 


your complete Davis Paint merchandising system costs 


only $329.50! IN Jaj Mahal 
ULTRA SATIN FINISH 


A taffeta- 
smooth indoor 


SATINTONE TINTING WHITE 20 3% 18 a or outdoor Fiaiifuc 


enamel that 


SATINTONE CEILING WHITE 8 12 aieal dries toa ~ 
porcelain hard ay) 


TAd MAHAL TINTING WHITE 4 0 2 smc finish. It’s-the 


TAJ MAHAL FINISHING WHITE 2 12 12 eRe bebe oe 

492 TINTING UNITS Lou eS 
DISPLAY STAND, COLOR CARDS, COLOR ole ial YOU STOCK ONLY WHITE! 
PACK AND OTHER ADVERTISING AIDS J YOU SAVE SHELF SPACE! 


YOU SAVE TIME AND MONEY! 





HERE’S WHAT YOU GET: 


GAL. QTS. PTS. 











ANY 
pAINT COMP 
H. B. DAVIS : fe 
> and Severn Sts., Baltimore 30 
. . 
Send me 9 free — 
i d a Tintin 
tinTone an a 
Sain on the Davis Pain 


System. 


Company Nome 


Add five esree = .  anonennett 


State————_ 


Zone——— 


o—— 
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See Your Nearest 


DIXISTEEL 
Building Dealer 


poorremiaey 


ee hae 
Anniston 
The Concrete Products Co. 
Pd West 2ist St. 
: Adams 7-2001 


Direinchen 
Atlantic Steel Co. 
Building Division 
4230 lst Ave., South 
PHONE: Worth 1-2147 


Capetrestion Co. 





Hollis & Spann, Contractors 
202 South Alice St. 
PHONE: 5-1910 
Paptortie 

tnam Construction Co. 
130 Blount 8t. 
PHONE: Jefferson 4-1242 


Amerionn 
ye 
net Co., , 

. 6, Box 348, na 
ene Amherst 4-3207 
James Ls 
2179 Sa. 

PHONE: phy re 5905 
Piedmont 
Ellis-Allen Tractor Co. 
104 North Main 8t. 
PHONE: Gibson 7-4561 

les Temerson & Sons 


Charl 
2104 4th St. 
PHONE: Plaza 2-1506 


i Co 
23rd Bivd. 
PHONE: Franklin 6-7741 
a pote Beach 
20116 Gulf Siva 
PHONE: 91-3353 


Lakeland 
Mr. George Lees, Builder 
13554y Edgewood Ave 


Orlando 
ay Tames Steel Buildings 


109 oon Pine St. 
PHONE: Garden 4-4091 


Ormond Beach 

b ~ fr eed Steel 
jul 

666 Buena Vista Ave. 

PHONE: Orange 7-1868 


Sadler Saies Co. 

1027 North Washington 
vd. 

PHONE: Ringling 17-0727 


Stuart 

Sadier Construction Co 
612 South Akron Ave 
PHONE: 24J 


Tallahassee 
J. H. Dowli & Son 
705 West son 
PHONE: 2-2616 


Peninsula Steel 
4811 North Westshore Blvd. 
PHONE: Redwood 17-2072 


GEORGIA 


Albany 
in Bet Smithwick 
PHONE: Hemlock 2-1979 


Americus 

Emmett J. Arnold 
P. O. Box 114 
PHONE: 7954 


Atlanta 
——. Steel Co. 
1 Building Division 
oe. 14th St., 
PHONE: Trinity 5-3441 


A 

Colley t Building Products Co. 
463 Broad Street 

PHONE: 2-5478 


Brunswick 
Glynn Iron & Steel Co. 
South End fiovare 

PHONE: 


Columbas 
Steel Builders, Inc. 
Old Cusseta 


PHONE: Fairfax 4-2452 
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GEORGIA (Con't.) 

Dixie Metal Co. 

2014 Riverside Drive 

PHONE: 3-7437 
ewnan 

Newnan Buildin * ua 
110 East “Washington 
PHONE: 


Savannah 
Savannah Iron & Fence 


Corp. 
E. President Street Ext. 
PHONE: Adams 4-5188 


Valdosta 

his Steel Buildings, 
606 
PH 
Vidalia 


eet 
PHONE: 4565 





ne. 
South Patterson St. 
IONE: 2338 


Business, Inc. 
610 Alice St. 
PHONE: Atlas 3-8358 


LOUISIANA 


New Orleans 
Metal Building Products 


NORTH CAROLINA 


Roebuck Bui Co. 
2400 A vd. 
PHONE: Franklin 5-1204 
snc 

True Wall Steel Co. 
738 East 28th St. 
PHONE: Park 3-2494 


SOUTH CAROLINA 
Columbia 
Roebuck Buildings Co. 
726 South Edisto Ave. 
PHONE: Alpine 4-2042 
Roebuck pitas Co. 
PHONE. 

y Spartandure 2-3155 


TENNESSEE 


Chat 

Southern jes & Export 
Co., Ine. 

2010 South Willow St. 

PHONE: Oxford 8-2315 


Coleg 

oat ‘aidwas 7 wins 
Columbia 
L. 8. White & Co. 
1118 South Garden 
PHONE: Evergreen 8-9123 
Cookeville 
= Homes Construction 
Cox Bul 
PHONE. “oot 


Jackson 
Hubert M. Owen 


Co., Ine. 


Knoxville 

spect RA Utilities 

829 rth Central St. 

PHONE: 5-5197 

Dixie Stee] Buildings, Inc. 
ve. 

PHONE: Fa. 4-4456 


Pachrie 
. McDougall Co., 


“— 
4ist and Indiana A 
PHONE: Broadway 7. 71-1530 


Leon Herlinger 
4829 Corning Drive 
PHONE: Vernon 32-1960 


COST ONLY $3.32 A SQUARE FOOT 


Complete with air conditioning 





$4.00 @ sq. ft. for this 6,000 sq. ft. warehouse 
and air-conditioned office. 


$2.00 @ sq. ft. for this 10,000 sq. ft. hanger, 


hanger doors at each end 


FREE ESTIMATES 


including expensive 


Steel Building Divis 


This 7,000 sq. ft. warehouse and 450 sq. 
ft. office of the Benton Bros. Drayage & 
Storage Co., Brunswick, Georgia, was 
completed in 40 days at a total cost of 
only $3.32 a square foot. This included 
a reinforced concrete floor 42” above 
ground level; two 10’ x 20’ canopies; 
three overhead doors; all heating, wir- 
ing and plumbing, including three toilets 
and shower; insulated, air-conditioned 
office with brick side-walls; painting. 

The Benton building is typical of the 
hundreds of Drxusteet Buildings erect- 
ed throughout the South—some for as 
little as $1.25 a square foot. 

There is a Dixisteet Building to suit 
your needs—from the smallest, to large, 
clear-span multiple units covering any 
area desired. 

Contact your nearest Drxisteet Build- 
ing dealer or write for descriptive lit- 
erature and details. 


© Eight standard widths— 
30’ 40’ 50’ 60’ 70’ 80’ 90° 100° 


© Lengths can be any multiple 
of standard 20’ unit 


© Sidewall heights 10’ 12’ 14’ 20° 


© Multiple units of virtually 
any width, height, length 


NO OBLIGATION 


ion 


Atlantic Stee! Company 


575 14th St. Atlanta, Ga. @ TRinity 5-3441 


For more details on above items, use Coupon on Page 66 
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' ‘DF PA 


TESTED ! 


* ‘iti ; 


in Fi iv Blywood 


3 Million-dollar ways DFPA builds sales for you 


a 


1. National Advertising 2. Field Promotion Men 3. Merchandising Aids* 
pre-sells all your customers—hard-hit- act as “extra salesmen” working for Colorful array of practical, new sales 
ting ads aim at builders, architects, you in your area, contacting your key _— tools for your own promotion: litera- 
industrials, plus big full-color ads in customers. Every prospect is told: ture, ad mats, displays plans for 
leading home magazines. “Buy from your lumber dealer!” everything from boats to built-ins. 


*Write (USA only) Douglas Fir Plywood Association, Tacoma 2, Washington, for samples and complete information. 


REMEMBER! Stock and sell only DFPA quality grade-trademarked plywood 
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Andersen Beauty-Line* Units (left) used with Andersen 30” Flexivents® (right). * PATENT PENDING 


How much easier it is 


ve start off on your calls with a wonderful feeling of confidence. 
You’re handling Andersen WINDOWALLS—the finest windows in the 
U.S.A. And just about everybody you call on—builders, architects, 
homeowners, too—not only knows them, but respects them. 


When it comes to straight selling features, you’ve got the edge, too. 
No windows are made with such precision craftsmanship. No windows 
install easier. None can match Andersen WINDOWALLS record for 
trouble-free service. None are so beautiful. And all Andersen WINDOWALLS 
are Penta-treated for permanent protection against termites and decay! 


Advantages like these have made Andersen WINDOWALLS the 
best selling windows in the nation for years. These same advantages can 
make them your best seller, too. Why not get all the facts by phoning one 
of the Andersen Distributors listed at the right. Or, if you prefer, 
by writing Andersen Corporation, Bayport, Minnesota. 


ANDERSEN CORPORATION + BAYPORT, MINNESOTA qw 








to sell Andersen \ 


stocks of these distributors: 


Quickly available from complete 


ALABAMA 
Birmingham Sash & Door Co., Birmingham 


FLORIDA 
Huttig Sash & Door Co., Jacksonville 


GEORGIA 
Huttig Sash & Door Co., Atlanta 


KANSAS 
Rock Island Wholesale Co., Wichita 
United Sash & Door Co., Wichita 


KENTUCKY 
Huttig Sash & Door Co., Louisville 
Weyerhaeuser Distributing Yard, Louisville 


LOUISIANA 

Davidson Sash & Door Co., Alexandria, Lafayette and 
Lake Charles 

New Orleans Sash & Door Co., New Orleans 

United Sash & Door Co., Baton Rouge 





indowalls 


TRADEMARK OF ANDERSEN CORPORATION 


MARYLAND 
Morgan Millwork Co., 2 


MISSOURI 

American Sash & Door Co 
Lumbermen's Supply Co 
Huttig Sash & Door Co., 
Imse-Schilling Sash & Door Co., 
Toombs & Co., Spring/ic 


NORTH CAROLINA 
Huttig Sash & Door Co.., ‘ 


TENNESSEE 
Huttig Sash & Door Co., A 
Memphis Sash & Door Co 


TEXAS 
Davidson Sash & Door Co 
Huttig Sash & Door Co., 


VIRGINIA 
Huttig Sash & Door Co., X 
Morgan Millwork Co., 4! 


Kansas City 
loseph 
Mails 


St. Louis 


ville and Nashville 


Memphis 


iustin 





? 
a 


DOUBLE HUNG 
FULL SCREEN 


Removable 


ALL ALUMINUM 
Except for Beech Wood 
Door Lite Frame 


COMPLETELY CAULKED 
Needs No Further Caulking 











WEATHER SEALED 

















INSTALLATION IN 


5 MINUTES 


Installed Same As Any 
ROYAL LITE or LOUVER 




















@ combination Door Lite and Double Hung Window with Screen 
® Completely glazed, caulked and waterproof. Needs no further caulking 
e Complete with screws for fast installation the same as any Door Lite 
: or 15%” and 134” Doors 
7 Sizes will fit F118 doors. Also flush doors 
© Shipments are prepaid on 150 Lbs. Door Lites and Louvers can be com- 
ined to make weight 
@ Ready for you to order from your jobber. Ask for the Royalair by 
Southern Door Lite Co. 


46 WESTLAND BLVD., S. W., ATLANTA 10, GA. 
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Standard Lumber Co. of Pine Bluff, Ark., 


employs women to install window glass 


They create auxiliary sales via 


Glass Installation Service 


By S. W. Ellis 


Glass for windows, store fronts, 
mirrors, and structural uses pro- 
duces large and profitable volume 
for the Standard Lumber Company 
of Pine Bluff, Ark. 

Advertising and fast installation 
service create sales over a wide 
area for plate, sheet, and auto- 
mobile glass. A drive-in service 
for automobile glass installation is 
profitable in itself, and also results 
in more traffic for the building 
materials sales floor. 

Glass Manager Arnie F. Smith, 
with three decades of experience 
in the glass department of this 45- 
year-old building supplies plant, 


says that two things are most im 
portant in making glass installation 
pay off — adequate stock and de 
pendable service to all customers 

Starting with the small custome: 
— the home-owner — the window 
glass service offered him is out- 
standing. This includes repairing 
broken windows at home, building 
picture windows, and operating a 
window-glazing department that 
serves home development builders 

Fast service, free estimates, and 
guaranteed work are talking points 
emphasized in every newspape! 
advertisement and in regular radio 
and television broadcasts used fo: 
promoting the big glass depart- 
ment. When a home-owner calls 
in for repairs on broken windows, 
a glass man answers that call th: 


ame day, if at all possible. 

A night number may be called, 
n emergency, for repairs on broken 
tore fronts. After a storm, these 
emergency calls are nearly always 
nade. The calls come from smaller 
towns in a wide area, and these 
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Standard Lumber’s advertising and fast installation service create multiple glass 
sales over a wide area. Above, Glass Manager Arnie F. Smith indicates the 
desired placement of a picture-window that he is preparing to have glazed in 


the firm’s expansive glass department. 


are also answered promptly. Two 
special trucks are delegated to 
out-of-town service. 

Outside salesmen promote glass 
for structural uses. They call regu- 
larly on architects, and their sales 
efforts are often responsible for 
the use of glass in both commercial 
and residential structures. 

When there is a dull period in 
new construction, remodeling and 
replacement jobs for glass help 
to keep volume at a profitable high 
peak. Replacements for all kinds 
of glass, backed with good service, 
provide steady work for the 10 
men in the glass department. 

Two trucks have been set aside 
for glass service — one for plate 
glass, the other for automobile. 
Most local people use the drive-in 
service for automobile glass. Out- 
of-town people call in their needs. 
The automobile glass replacement 
for these out-of-town customers is 
prefabricated in the glass shop. 
The special truck is then started 
early in the morning, routed to 
give out-of-town customers the 
best service. 

The plate glass truck for out- 
of-town service is also kept busy 
making the rounds on its route. 
Much sheet glass also is sold for 
hoth store fronts and for picture- 
windows in the home. 

A foreman and glass mechanics 
instruct users of sheet and plate 
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glass about its care. They tell them 
to wash windows regularly, rins- 
ing the glass first, to keep from 
scratching the surface with dust 
particles. 

The two glass trucks go wher- 
ever called, an extra charge for 
mileage added to the customer’s 
statement. 


Mirrors — both plate and sheet 
glass — are stocked in large sheets 
and cut to order. They are fab- 
ricated for cabinets and dressing 
tables. 

Dressing tables, built in the 
cabinet shop, are a specialty. Ad- 
vertising often gives the prospect 
the initial idea about remodeling 
the bedroom with a new built-in 
dressing table. Bathrooms and 
powder rooms also require mir- 
rors and glass for remodeling and 
for new construction, with many 
an idea for use developed from a 
radio or television broadcast. 

A television program, built 
around a points-of-interest series, 
suggests use of glass in picture 
windows, for table tops, desk tops, 
room dividers, etc. A radio news 
cast also promotes glass in spot 
announcements. 

Twice a week, a small news- 
paper display advertisement — 
about twe-columns wide and 4” 
deep — reminds readers that glass 
for practically any structural or 
replacement purpose can be had 
at Standard Lumber. 

On broken store- and picture- 
windows, an eight per cent salvage 
allowance is given. The larger 
pieces of broken glass are then 
utilized for desk and dressing table 
tops, provided they are not too 
badly scratched. Pieces with too 
many scratches must be junked. 

Large broken mirrors also have 
some salvage value as table tops. 
Re-silvering is done, if wanted, 

(Continued on page 94) 


This drive-in entrance from the street allows fast service to automobiles. 
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At right, Manager Paul English of the 
Frank Binford Supply Company in 
Thomaston, Ga., shows customer an 
unfinished chestnut frame from stock 
displayed on wire hangers. 

Below, multiple sale develops as 
customer buys varnish and brush with 

frame. 


By C. L. Lorentzson 


This Georgia dealer reaps 
Profit in Picture Framing 


The sale of ready-made picture 
frames grosses $2,500 a year for 
the Frank Binford Supply Com- 
pany in Thomaston, Georgia. Own- 
er Binford and his manager, Paul 
English, felt this was a sideline 
that should “go out the back door,” 
when they first bought out the 
Upson Supply Company. 

“We saw the frame stock on 
hand, and having never had any 
experience with them, couldn’t 
see how they would sell. We do 
not feel that way now,” Binford 
said. “Neither of us thought the 
frames would be worth the $500 
to $700 in inventory money or 
the 108 square feet of wall dis- 
play space used. But we soon 


found that five or six frame sale: 
a day was not at all uncommon 
A check of previous invoices als: 
showed a fairly frequent re-orde 
rate.” 

Unfinished frames are stocked 
in sizes ranging from 5% x 4% 
inches to larger ones 24 x 30 
inches. The frame inventory is 
maintained by a salesman from 
a large art supply company in 
Atlanta. This man visits Binford 
Supply Company every six weeks 
inventories the stock, and keeps 
a close check on sales. If one 
size becomes more popular than 
others, he suggests an increase in 
stock on hand for this frame. 

“Our customers,” said Binford, 
“range in age from the very 
young to the very old. We are 
the only firm in town carrying 
frames, and everyone who needs 
one comes here to see what we 
have before looking elsewhere. 

“A local art class provides a 
steady stream of customers for 
these frames. There were from 20 
to 25 people in the spring class 
An art teacher comes into town 
once a week to give the course. 
After finding out about this class, 
I stocked brushes and other re 
lated art supplies. 

Binford said at least 60 per cent 
of all frame sales result in addi 
tional sales of related items. “Our 


frames are unfinished, and we 
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1lmost always sell an oil stain, 
varnish, or spray paint in addition 
to the frame. Our customers like 

» put their own finishes on the 
frames, especially the art stu- 
lents.” 

“We do a lot of repeat business 
n our frames, resulting in a nice 
necrease in our store traffic,” Bin- 
ford continued. “We keep many 
household tools, paints, waxes, 
ind other items in the store, and 
vhile waiting for us to fix their 
frames, these customers browse 
around, buy additional items or 
get acquainted with our stock.” 

For the dealer who produces 
his own frames, the mark-up over 
the manufacturing cost is from 
three to five times, according to 
an Atlanta frame manufacturer. 

However, a 33-1/3 per cent 
nark-up is standard for those 
lealers who buy the unfinished 
frames for retail sale. This is the 
procedure favored by Frank Bin- 
ford Supply Company. 

Most important frame sizes 
tocked at the Frank Binford Sup- 
ply Company are 8x10, 9x12, 
10x14, and 11x14. Approximately 
80 per cent of these frames are 
vak. Prices range from 69 cents 
for the smallest sizes to $2.50 for 
a 16x20” frame, and $7.95 for 
1 24x20” frame. 

Binford’s 300-frame inventory 

(Continued on page 94) 

















Within the next few months mil- 
lions of businessmen, caught short 
by the tightening profit margin 
squeeze, are going to sit down with 
their bankers to discuss the pos- 
sibility of a short-term loan. Many 
of these requests for emergency 
operating capital will be turned 
down. 

Is there anything you can do 
to improve your credit standing 
at a time when all lenders will 
be taking a sharp look at loan 
applications? Is there any way you 
can be sure of needed financing 
when bankers are refusing other 
businessmen? 

Yes, there is. And the first step 
is to understand how your banker 
goes about sizing you up as a 
credit risk. 

Like many other businessmen, 
you may know your banker per- 
sonally. He may hold a mortgage 
on your home or have lent you 
money to buy the family car. Even 
so, you may not know how he 
judges you financially when you 
need extra cash in your business. 

When you are trying to decide 
whether you should request a loan, 
remember that banks are in busi- 
ness to lend money. They want 
to give you credit — providing 
there is a reasonable assurance 
that the loan will be repaid. But 
bankers do not take heavy risks. 
They must protect the depositers 
who have entrusted them with the 
money you want to borrow. 

A business loan is made in the 
belief that it will help the borrow- 
er increase the earnings of his 
business so the loan can be repaid. 
The banker, therefore, is interested 
in your sales and seeing how the 
credit he extends will help to 
boost them. If the loan is size- 
able, your banker will probably 
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require a great deal of informa- 
tion: personal references, balance 
sheets, income statements and his- 
torical details of your business 
organization. 

This information will be sifted 
and studied to see how you stack 
up against five different tests — 
the so-called Five C’s. First of all, 
your banker will want to know 
about your character and capacity. 
Are you a dependable business- 
man and reputable citizen in the 
community? Too, he will check 
the information supplied by your 
references and your record of re- 
payment of previous loans. And 
you can be sure that your capacity 
for achievement as a businessman 
will be carefully evaluated. If you 
don’t pass these personal tests, the 
other three C’s make little dif- 
ference. 

Capital comes next. Inexperi- 
enced businessmen often expect 
the bank to provide the lion’s share 
of their financial backing. You 
probably will not get very far with 
your loan application unless you 
are willing to back your own con- 
fidence with a personal investment 
in reasonable proportion to your 
existing and proposed debt. 

Collateral, bankers say, does not 
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make a bad loan good, but it may 
make a good loan better. Banks 
do not like to foreclose; they are 
less interested in the price your 
inventory, real estate or other as- 
sets might bring in a forced sale 
than they are in your normal 
ability to repay. 

Conditions refer to the influence 
of business trends in general and 
the tightness or easiness of credit. 
Of course, your banker will know 
a great deal about the economic 
climate of your community and 
will be interested in your pros- 
pects in relations to it. 

Supplying the basic information 
about your business history should 
not be difficult. In small towns 
bankers sometimes know local 
businessmen so well they can fix 
their credit limits without seeing 
a loan application. But the larger 
the town or bigger the loan, the 
more details you will be expected 
to give, and this is where the 
banker may require complete, ac- 
curate and dependable financial 
statements. 

On a new loan you may be ask- 
ed for statements covering past 
years as well as the current peri- 
od. While most businessmen can 
provide a balance sheet of some 
sort, they are likely to have trou- 
ble when asked to supply income 
— or as they are sometimes called, 
profit and loss — statements. The 
balance sheet tells your banker 
approximately what your business 
is worth, your working capital 














Call it what you will — rolling adjustment or 
recession — the nation’s economy has hit a snag. 
Costs are up; sales are down; and the business 
failure rate is rising. Bankers are giving loan ap- 
plications a thorough screening . . . 





= 
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Your Credit Rating Lately? 


position and so forth. Your income 
statement adds information about 
your sales, margin of profit, earn- 
ings and trend of your financial 
activities. 

It goes without saying that 
providing authoritative financial 
statements and answering ques- 
tions about them can prove dif- 
ficult without professional ac- 
counting advice. Bankers are not 
impressed when businessmen give 
them information in round num- 
bers or from memory. They want 
financial data in writing and in 
language they can understand — 
which means in accordance with 
accounting principles that other 
businessmen use and endorse. 

That’s where a certified public 
accountant comes in, and as one 
banker puts it: “A borrower can 
save a lot of time and get off on 
the right foot with us if he can 
refer us to his CPA.” 

Bankers know that certified 
public accountants are profession- 
ally bound to high standards of 
conduct and competence. For ex- 
ample, under a recent addition to 
the professional accountant’s code 
of ethics, a banker is assured that 
statements signed by a CPA will 
contain either an unqualified or 
qualified opinion or will disclaim 
an opinion entirely as to the fair- 
ness of your financial condition. 
There can be no burying of facts, 
because if a CPA withholds his 
opinion, he must explain why he 
has done so. 

For unsecured loans of $10,000 
or more the tendency in banking 
circles today is to require an 
audit by a CPA. Take your CPA 
with you when you go to the bank 
to discuss the loan. Then, if an 
audit is necessary, you, your bank- 
er and your CPA can agree on 
the information to be submitted. 

Beware of attempting to restrict 
the scope of an audit. The audit 
is made so that the CPA can ex- 
press an opinion on your financial 
statements. If you limit the extent 
of his investigation, he may be 


forced to disclaim an opinion on 
the fairness of your statements 
Bankers prefer to receive “clean 
certificates,” ones which the CPA 
has certified with no qualifications 
In many cases he cannot do this 
unless he is permitted to observe 
inventories and confirm accounts 
receivable. 

Too, bankers know that the 
majority of business failures 
and bad loan risks — are caused 
by a failure to keep adequate 
financial records and install busi- 
ness-like accounting systems. It 


eases a creditor’s mind to know 
that a CPA will be advising the 
businessman on cost controls and 
telling him how to avoid unnec- 
ssary scrapes with the tax col- 
ector — another factor which 
ears on your credit standing. 
When a banker analyzes your 
nancial statements, he is assess- 
ing your economic health. Here are 
yme of the more ordinary ratios 
standards which he uses to 
letermine your chances of getting 
bank loan: 
(Continued on page 96) 
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Service Sells Plumbing Supplies 
+» @ $15,000 volume-booster 


Bob Barta, owner of the Bob Barta 
Lumber Company in West Colum- 
bia, Texas, makes money with 


plumbing equipment and fixtures 
by providing personal assistance 
to the man who likes to make his 
own minor plumbing repairs and 


to the home-owner who wishes to 
install his entire bathroom layout. 

Without a local newspaper or 
radio station through which to 
publicize the equipment and serv- 
ices, Barta depends mainly on per- 
sonal contact to build his plumbing 
business. He makes these contacts 
with regular customers who come 
to the store, and whenever the 
time and opportunity are present, 
he seeks out the man who is build- 
ing his own home and offers to 
assist him with his plumbing in- 
stallation. 

Recently he visited a man who 
was building a small two-bedroom 
home during his after-work hours 
and Saturdays. He had ordered his 
plumbing fixtures from a mail- 
order house. When Barta called 
on him, he was starting to install 
the fixtures and a wall heater. 
Barta saw that he was about to 


The above display of fittings for 
plumbing fixtures occupies a spot in 
the center of the Barta Lumber Com- 
pany store in West Columbia, Tex., 
for self-service. Barta, right, explains 
to a customer how to install a faucet. 

At left, Barta shows a medicine cabi- 
net. Such related items are good sell- 
ers and are displayed in the same 
area with the major fixtures. 


violate the city’s plumbing code 
and explained how to comply with 
the code. The home builder was 
particularly grateful, for the sug- 
gestions saved him time and trou- 
ble with the city plumbing in- 
spector. 

It was too late for him to buy 
his plumbing fixtures from the 
Barta store, but the man was so 
grateful that he told several of 
his friends about the experience. 
Barta already has traced three 
new plumbing customers to this 
single contact. 

The Barta plumbing depart- 
ment, which does about $15,000 
volume yearly, supplies Do-It- 
Yourself customers with every- 
thing from five-cent washers to 
complete bathroom outfits — along 
with instructions for installation. 

When a prospect is interested 
in buying a complete bathroom 
installation, but does not know how 
to make the installation, Barta 
takes the time to sketch out the 
proposed installation for him. With 
this sketch, and installation in- 
structions for specific units with 
which he is not familiar, Barta 
finds that the prospect with a 
knack for tinkering is able to fol- 
low instructions and turn in a 
fairly satisfactory plumbing job. 

The company got into the 

(Continued on page 92) 
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These Longhorn Lasses Lasso 
Lingo, Lore of Construction 


Leave it to tall Texans — and 
women, in general — never to be 
outdone nor underestimated. 

This time it’s the fairer sex of 
the Lone Star state who have come 
up with a novel, first-of-its-kind 
organization that’s hard to believe 
— the National Assn. of Women 
in Construction. And they’re no 
tall tale, these WICs (as they call 
themselves). 

Before you run for the hills, sir, 
for fear of a roof collapsing on 
your head, learn that these gals 
don’t actually hammer the nails 
or supervise the engineering. 

Rather, they are women employ- 
ed in the construction field for one 
year or more. These women — 
employed by architects, engineers, 
general and mechanical contrac- 
tors, sub-contractors, building ma- 
terial suppliers, and construction 
publications — are eligible for 
membership in the association. 
There is no age limitation. 

Mrs. Jaime Washmon, WIC pub- 
lic relations committee chairman, 
sums it up this way: 

“Our group is composed of nu- 
merous ‘Girl Fridays’ in all phases 
of the construction industry — 
girls who are secretaries, book- 
keepers, office managers, sales- 
women, business owners — Ca- 
pable of running up a quick set 
of figures, calling suppliers, boost- 
ing morales, dispensing aspirin, 
or maybe making a pot of coffee! 
Our duties are many, our interests 
varied — but we all have the 
fascinating business of construc- 
tion in common, and we love it!” 

The idea of this novel organiza- 
tion stemmed from those social 
get-togethers among business firms 
to which the women employees 
are invited. From these, the idea 
arose that a group of women 


By PENN ANTHONY 
$-B-S Editorial Staff 


similarly occupied band together 
and form a club where they 
could meet together and learn 
more about the construction busi- 
ness in which they were employed. 
After several years of social meet- 


ings, attended mostly by the same 


women each year, they jointly 
decided to organize a club of their 
own. This they did and called 
themselves Women in Construc- 
tion, or WICs. 

Later in 1953, the first official 
meeting of Women in Construction 
was held in Fort Worth, at which 
time 90 women requested mem- 
bership in the organization 
Through monthly meetings, women 
in the construction industry were 
able to meet together over lunch- 
eon or dinner and study, talk, and 
learn more of their business. 

Objectives of the organization 
are: 

(1) To unite for their mutual 
benefit women who are actively 
engaged in the various phases of 
the construction industry. 

(2) To encourage cooperation 
and better understanding between 
them. 

(3) To promote fellowship and 
good will among members of the 
organization. 

WIC has expanded, since that 
initial meeting, to eight chapters 
in Texas and one in Baton Rouge, 
Louisiana. Shortly after both state 
and national charters were grant- 
ed, Dallas became the first to fol- 
low Fort Worth in May, 1955. Fol- 
lowing closely were Houston, June, 
1956; Corpus Christi, April, 1957; 
Amarillo, May, 1957; Baton Rouge, 
La., February, 1958; Austin, Feb- 
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iary, 1958; Lubbock, March, 
958; and Odessa, April, 1958. 
Reportedly, many employers are 
ncouraging their women office 
vorkers to participate in WIC, 
vhich promotes social meetings, 
rofessional programs, and par- 
ticipation in civic endeavors. 
Eager to further expansion, the 
ssociation hopes to add more 
hapters before its annual con- 
vention in Houston, September 
20th at the Shamrock-Hilton Ho- 
|. The national headquarters will 
furnish interested women assist- 
ince and information regarding 
formation of local chapters in their 
(Continued on page 92) 


Mrs. Faye Brown of Fort Worth, presi- 
dent of the National Association of 
Women in Construction and past-presi- 
dent of the Fort Worth chapter, is 
scheduled to preside at the WIC annual 
convention in Houston, Sept. 19-21, 
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Profit 
Potential 


Power-Up 


Willingham Sash and Door Com- 
pany, Macon, Ga., has recently 
opened a power workshop for the 
Do-It-Yourself customer, designed 
to explore new ways to increase 
its volume and profit. 

According to Charles Spitz, pur- 
chasing agent for the 76-year-old 
compeny, the new shop can yield 
as high as $2,500 per month addi- 
tional income when it has fully 
caught on. 

“We're shooting for a mini- 
mum income from the shop in 
the neighborhood of $1,500 per 
month,” Spitz said. “This will 
represent sales of our power tools, 
as well as shop rental income from 
and sale of building materials to 
the shop’s customers.” 

Initial customer reaction to the 
shop, launched in early spring, has 
been less than desired to date; 
however, response to initial pro- 
motion was very heartening. “It 
is still too early to properly evalu- 
ate the success of this venture,” 
Spitz pointed out, “however, we 
have noticed a definite increase in 
our sale of power tools, indicating 
the desirability of concentrating 
on the promotion of this line dur- 
ing the months ahead. We knew 
this line was well-established 
among builders and contractors, 
as well as among the Do-It-Your- 
self fans, but the response to our 
original promotion of the power 
workshop and follow-up advertis- 
ing in which the line was men- 
tioned has given us a new insight 
into its publicity.” 

The need for Willingham Sash 
and Door’s venture into the work- 
shop resulted from declining vol- 
ume of building materials, most 
of which was being lost to cash- 
and-carry dealers. Though little 
actual market research was car- 
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In Macon, Ga., Willingham Sash and Door Co., with much competition from 
the “‘cash-and-carries,” recently hit upon the power workshop idea as a way 
to attract and keep Do-It-Yourself customers. In addition to strong promotion 
via newspaper, radio, and television, these large signs, on entrance approach, 
direct all customers to the new workshop headquarters. 


ried out locally, the firm’s leaders 
were convinced the workshop 
should be tried, after examining 
a similar operation in Birming- 
ham, Ala. According to them, 
there is no similar workshop in 
Georgia. 

The workshop occupies a separ- 
ate room, 14’ x 25’, with asphalt 
tile floors and pegboard walls. Two 
10’ benches run along one side wall 
separated in the center by a drill 
press. 

The room is completely equip- 
ped with power tools — a 14/11 
lathe, 9” radial saw, 4” deluxe 
jointer, a 11” drill press, 16” scroll 
saw, 9” tilt arbor saw, and a band 
saw. 

“We mounted each piece of 
equipment in the room, so as 


Workshop Instructor Jack Biggs ex- 
amines a 146A power saw which, along 
with other tools, is prominently dis- 
played on pegboard walls at the ap- 
proach leading to the power workshop. 


to give the user ample room for 
his operation without interfering 
with other operators of the equip- 
ment,” Spitz pointed out. 

All tools in the shop retain large 
red sales tags, upon which is noted 
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Company office space, likewise, is decked out with attrac- 
tive, difficult-to-miss signs proclaiming the new power 


the item’s retail price and its 
weekly payment rate on a time- 
purchase plan. 

“All equipment in this room 
may be rented at $1.50 per hour, 
and we keep a full-time instructor 
available to assist each user in his 
work,” Spitz said further. “We 
knew that this rate would not 
make the room self-sustaining, but 
we believed the difference would 
be realized from sale of our power 
tool lines. In addition, we antici- 
pated — and this has already 
proven its worth — that the work- 
shop could be used to handle many 
small jobs that come into our 
regular millwork shop, such as 
cutting a piece of lumber to a 
desired length or cutting out 
small patterns in plywood. We 


At right, Instructor Biggs and sales 
clerk Cathey Smith demonstrate use 
of well-equipped power workshop. 
Smith uses a miter saw, popular to 
picture framers, while Biggs, an arbor 
saw. Note well-spaced location of equip- 
ment on pegboard walls. 


‘ 


customer diseusses a drill press theory 
lingham sales clerk. 


workshop. Abov« 
with Bob Clarke, W 


shunt these jobs to the worksho; nics for people new to Do-It- 
now, saving valuable time in th« irself. Of course, Biggs also 
millwork shop,” Spitz explained ibles as a sales clerk when 
“The instructor, Jack Biggs, was e are no users in the shop.” 
hired because of his past experi $1,200 budget was appropri- 
ence with power tools and wit! for the initial promotion of 
woodworking,” Spitz continued workshop, according to Spitz. 
“He assists each user in the roon was equally divided for news- 
and in time, we hope to begi (Continued on page 94) 
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Above, the versatile Stratapanel storage system is utilized 
as a room divider between kitchen and family room. Draw- 
ers may be operated from either side. 


Low-Cost 
Storage 


System 


The rugged durability of the drawers and panels allows for 
industrial applications. Design and installation are simple 
to incorporate in factory or home workshop. 


A revolutionary concept in low- 
cost storage has been introduced 
to the architectural, building con- 
struction and interior design fields 
by the Molded Structures Division 
of Robert A. Schless & Company, 
Inc., New York furniture design- 
ers and manufacturers. 

The new system, Stratapanel, is 
a combination of modular drawers 
and slide-panels, molded of high- 
impact styrene plastic. It elimi- 
nates traditional and costly inner 
frame and center-slide case con- 
struction of ordinary storage units. 
The two basic components of the 
system, drawers and slide-panels, 
permit freedom of storage unit 
design, providing maximum con- 
trol of space, and allowing storage 


The light weight of these components and their resistance 
to moisture and salt air make the Stratapanel system ideal 
for airplane, trailer, and marine installations. 


to become an integral part of 
structural planning and execution. 

The key to Stratapanel’s sim- 
plicity and versatility is said to 
be the slide-panel, a thin strong 
sheet of plastic with all the slides 
for a 24” high case deformed into 
its surface. Simply attached to 
vertical sides of any firm material 
— such as wood, concrete, or pias- 
ter board, with a contact adhesive 
supplied by the manufacturer — 
the storage unit is complete with 
the insertion of drawers. 

Drawers have standard depth 
17%”, heights of 3” and 6”, and five 
widths from 16-1/16”" to 46-1/16”. 
Standard color in beige, with spe- 
cial colors available to order in 
volume. 


The cabinet below shows that in individual case goods, the 
Stratapanel system provides flexibility of end-design with 
a minimum of components. 
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Modern Building Steps Up Sales, Efficiency 


The modernized and expanded 
building of the Builders Supply 
Company of Lillington, Inc., in 
Lillington, North Carolina, steps 
up work efficiency and presents 
a glistening new showroom to the 
public. Time-saving efficiency is 
especially needed since the build- 
ing is located on the other side 
of town from the railroad. De- 
pendence is almost solely on trucks 
for receiving and delivering. 

The receiving section for the 
smaller merchandise has been in- 
cluded as an addition to the dis- 
play room. It is separated from 
it by a full wall partition and 
makes up a long, narrow area lin- 
ed with shelving and a built-in 
counter. 


The shelving is utilized for store 
merchandise and supplies. The 5- 
foot aisle provides adequate walk 
ing space. As shipments come in 
through the side door on a floo! 
level loading platform, they can 
be checked off and immediately 
priced on the counter, which has 
manufacturers’ catalogs and ad 
jacent racks holding trade infor 
mation data. 

“The big benefit for us here,’ 
explained Thomas T. Lanier, book 
keeper, “is that we can make up 
our pricing lists right away, based 
on catalog quotations or salesmen’s 
order sheets without waiting for 
invoices, which are sometimes de- 
layed. In these days of cost fluc 
tuations and growing competition 
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omptness in telling a customer 
he price is mighty important. At 
he same time this inside facility 
<pedites receiving and delivery 
the smaller items.” 
This same planning toward 
me-saving efficiency is notice- 
ble in the entirely closed-in mill- 
rk shop, which makes up the 
hort side of the L-shaped build- 
g. It can be entered from a side 
or of the storage room, which 
turn leads down into the show- 
Om. 
For this shop there is a concrete 
latform for loading and unload- 
g. Alongside are three drive-ins 
ermitting trucks to come directly 
side, which is an advantage in 
hreatening or inclement weather. 
\nother driveway entrance is next 
them. All use hand-operated 
erhead doors. 

We’re working much more effi- 
ently in our modernized millwork 
ction than before,” commented 

M. Turlington, owner. “This ad- 
1cency to the store and the com- 
lete protection afforded has con- 


rhe modern red brick building, above, 
of the Builders Supply Company of 
Lillington, N. C., has an expansive 
glass facade, which lets in plenty of 
natural light and exposes a good part 
of the merchandise to outside view. 

In the receiving corridor, at left, 
incoming shipments are shelved, or 
easily priced immediately. The built- 
in counter holds manufacturers’ cata- 
logs and trade information data for 
easy reference. 





centrated our work, saves time 
getting materials there, and ex- 
pedites delivery and shipping.” 

The most noticeable improve- 
ment from the public’s standpoint, 
however, is the bright, attractive 
sales area which takes up the full 
L-shaped front. Expansive window 
glass permits plenty of natural 
light to enter and exposes a good 
part of the merchandise to outside 
view. 

This showroom, which takes in 
an area of 167 x 330 feet, is laid 
out in semi-self-service style. The 
trend is encouraged by perforated 
hardboard displays with wall racks 
and pick-outs for the priced items; 
and with aisle fixtures such as 
the striking set-up of power and 
hand tools in the front corner. 

The center island displays have 
bottom storage spaces behind slid- 
ing doors. Similar storage is pro- 
vided below the wall shelving. 
Behind the wall cabinets are 
drawers to hold reserve stock. 

The central floor fixture is a 
plastic-topped check-out counter. 
It has a built-in showcase front 
to show popular merchandise as 
bath accessories, hand tools, and 
cabinet hardware. 

Bright colors give the store a 
cheerful look. Walls are painted 
in various colors to relieve mono- 
tony, and stand out in contrast. 
Indirect lighting comes from the 
dropped ceiling perimeter. Floor- 
ing is terrazzo, and the ceiling is 
acoustic tile. 

Stepping up from the showroom 
is a storage room, 40 x 50 feet, 
partly partitioned off, which now 
holds bulk inventory. With ex- 
panding store needs, this section 
is expected to be converted into 
a materials display and reception 
area. 

The corner angle of the build- 


4g 


ing contains reception and book- 
keeping offices. Directly upstairs, 
in the half-story, are the executive 
offices and estimating room. 

Out in the yard is a closed stor- 
age shed, 30 x 30 feet, for roofing, 
siding, plywood and other build- 
ing materials, separated in this 
way from the main building to 
save insurance costs. This struc- 
ture includes a built-in section for 
storing steel products, ornamental 
columns, rain carrying equipment, 
and valley tin. 

An open shelter type lumber 
shed stores fir and pine, ceiling 
materials, and all types of molding. 
Stored elsewhere in the yard are 
the masonry materials. 

The modernization program and 
expansion of the materials busi- 
ness developed from Turlington’s 
contracting service which eight 
years ago led him to take on a 
limited line of building supplies 
as an accommodation to his trade. 
He still spends most of his time 


The closed millwork shop, at left, has 
three doorways leading into it for 
drive-in service, a great advantage in 
bad weather. A concrete loading plat- 
form is ai left of the doorways. 

Below, the check-out center pro- 
vides lots of counter space for trans- 
actions. It also utilizes the front area 
with built-in’ showcases displaying 
hand tools on perforated hardboard. 
These displays and wall racks for the 
priced items encourage the self-service 
trend. 


in the building line, particularly 
high-quality residences. 

The old store and building be- 
came outmoded as consumer de- 
mands increased. So the owner 
utilized its framework, and put 
up an extension to construct the 
present L-shaped structure. Cost 
came to about $20,000. Employees 
did most of the work with their 
regular chores. The improvements 
give added meaningfulness to the 
company slogan — “The Building 
Line Is Where We Shine.” 

A few new lines were added, 
the most noticeable being in paints. 
Paint volume has shown the high- 
est increase over other merchan- 
dise. 

“T estimate that we’ve boosted 
our volume about 20 per cent,” 
commented Turlington. “But be- 
sides this increase I take further 
satisfaction in realizing that I’m 
filling a much needed requirement 
supplying materials better to peo- 
ple in this area.” 
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ASSOCIATION ACTIVITIES 





SW Lumbermen Strive for Industry Teamwork 


rl 


These men comprise the SLA Committee for Industry 
Teamwork, which met recently in Kansas City, Mo., to 
unite the building material industry in the four states of 
Arkansas, Kansas, Missouri, and Oklahoma. 

Seated, from left to right, are W. M. Robinson, Paul 
Floyd, F. O. Marion, David R. Toombs, Harold W. Sparks, 
Dwayne C. Larson, W. W. Richardson, and James H. Wise- 


na 


man from the four-state area. 

Standing, from left to right, are M. L. Mapes and Vincent 
Ogletree, both regional managers of the Southwestern 
Lumbermen’s Assn., Jesse D. Davis, John A. Borron, Arthur 
T. Brink, William R. Shockley, G. E. Hemphill, Vern H. 
Elsen, Forrest W. Girdner, Carl Miller, and G. Kenneth 
Milliken, SLA executive vice-president. 


The Southwestern Lumbermen’s 
Assn. has sought for a second time 
to unite the building material in- 
dustry. 

The association’s newly-formed 
Committee for Industry Teamwork 
met in Kansas City, Mo., last 
month to discuss ways by which 
the three segments of the indus- 
try in the four-state area of Ar- 
kansas, Kansas, Missouri, and 
Oklahoma could work together 
more effectively for a bigger share 
of the consumer’s dollar at the 
point of retail sale. 

Last January the Southwestern 
Assn.’s 70th annual convention 
program, geared to a “spirit of 
togetherness,” was aimed at draw- 
ing out of the combined thinking 
of manufacturers, wholesalers, and 
dealers some of the real problems 
that are retarding the building 
material industry’s growth, pro- 
gress, and profits. 

To implement this inter-indus- 
try “teamwork” program, conven- 
tion members unanimously adopt- 
ed a set of advanced operating 
goals for dealers, wholesalers, and 


manufacturers. Commented SLA 
Executive Vice-President G. Ken- 
neth Milliken: 

“These operating goals repre- 
sent an industry trying hard to do 
something about its internal prob- 
lems and sagging profits. The deal- 
er goals are those things being done 
today by the all too few dealers 
who are realizing an adequate re- 
turn on their investment. These 
goals are all within the realm of 
possibility for every dealer who 
will study to learn advanced meth- 
ods . . . who has the courage to 
put these methods into operation 
... and who has the determination 
to keep them operating.” 

Wide-spread distribution of the 
goals in booklet form has been 
made by the Southwestern Assn. 
The committee, at its June meet- 
ing, probed for specific ways each 
firm in each branch of the indus- 
try could be encouraged to utilize 
these goals. Discussions in small, 
round-table groups, included the 
following specific problems: 

1. Why do manufacturers rec- 
ognize as wholesalers and/or job- 
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s those not actually performing 
customary functions of a 
holesaler and/or jobber? 
2. Why are more dealers today 
iying direct from manufacturers, 
tead of lowering inventory in- 
estments and utilizing services of 
holesalers and/or jobbers? 
Since many wholesalers and 
ilers are dissatisfied with sales 
lps furnished by manufacturers, 
hat are specific recommendations 
to sales helps needed and the 
echanics for handling? 
4. How can manufacturers help 
holesalers do a really effective 
erchandising job, as well as a 
eative selling job? 
). How can the manufacturers 
i wholesalers help dealers do an 
ffective merchandising job, as 
ell as a creative selling job? 
6. What can be done by each 
the three industry-branches to 
ymote sale of end-use packages 
labor and materials? 
How can the dealer be taught 
recognize and to do introductory 
erchandising to make customers 
unt a new product? 





8. How can mutual confidence 
and a spirit of cooperation be 
gained among all manufacturers, 
wholesalers, and dealers? 

9. If every dollar’s worth of 
business by-passing a dealer in 
distribution did so because some- 
one other than the dealer control- 
led the sale to the consumer, what 
can be done by the manufacturers 
and wholesalers to help dealers 
control more sales to the consum- 
er? 

10. How can dealers be shown 
that the purchase price in terms 
of merchandising cooperation is 
far more important than the price 
alone — that cost of buying with- 
out such merchandising help is 
prohibitive? 

11. How can dealers be made 
to make profits from “selling” in- 
stead of from “buying”? 

12. Volume for volume’s sake 
instead of volume for profit’s sake 
is meaningless. How can manufac- 
turers and wholesalers be encour- 
aged to realize that the lumber 
dealer is their most dependable 
outlet? What must the dealer do 
to be worthy of this loyalty? 

13. What can be done to educate 


all segments of the industry to use 
the Advanced Operating Goals un- 
animously adopted at the SLA’s 
70th annual convention? 

While substantial progress was 
made at the committee’s first meet- 
ing in arriving at constructive con- 
clusions, the over-all problem was 
so vast that much remains to be 
done before specific recommenda- 
tions can be made. As a result, a 
second meeting of the Committee 
for Industry Teamwork will be 
held in Kansas City in August. 

Members of the committee in- 
clude manufacturers, wholesalers, 
and dealers — _ representatives 
from the three branches of the 
industry. 

Representing manufacturers 
were: John A. Borron, branch man- 
ager, Celotex Corp., Kansas City, 
Mo.; Jesse D. Davis, vice-president 
and sales manager, Tamko Asphalt 
Products, Inc., Joplin, Mo.; Vern 
H. Elsen, district manager, Arm- 
strong Cork Co., Kansas City, Mo.; 
Paul Floyd, sales promotion man- 
ager, Macklanburg-Duncan Co., 
Oklahoma City, Okla.; Forrest W. 
Girdner, general sales manager, 
Bradley Lumber Co. of Arkansas, 


PREFABRICATED CHURCH COSTS LESS 


An example of how prefabrica- 
tion is making it possible today 
for communities to build new 
churches at costs far lower than 
conventional construction is this 
30’x70’ Episcopal church, above, 
on the outskirts of Baltimore, Md. 

St. Margaret’s Mission has a 
full-sized sanctuary, nine class- 
rooms, and full basement with 
storage and boiler rooms. Its total 
cost was $32,000, plus $10,000 for 
2% acres of wooded land. 

Comfort was one of the chief 
considerations of the designers. 
They specified an asphalt shingle 
roof in white to reflect heat. 

Thick mineral wool insulation 
in the ceiling and walls helps make 
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church activities more comfortable 
in Maryland’s hot summers, and 
makes the church easier and more 
economical to heat in winter. 

Awning window units of pon- 
derosa pine open outward for full 
ventilation. Ideal for prefabrica- 
tion, the units consist of frames 
and sash put together at the fac- 
tory. 

Other features of the church are 
a 10-foot ceiling, cork floors, and 
folding doors between basement 
classrooms. 

In addition to the church, a pre- 
fabricated rectory was constructed 
nearby. Church and rectory were 
ready for use 60 days after con- 
tracts were signed. 


Warren, Ark.; and F. O. Marion, 
general sales manager, Masonite 
Corp., Chicago, Ill. 

Representing wholesalers were: 
Arthur T. Brink, president, Tri- 
State Lumber & Shingle Co., Kan- 
sas City, Mo.; Harold C. May, sec- 
retary-treasurer, May Supply Co., 
Inc., Little Rock, Ark.; Carl Miller, 
district manager, Building Mate- 
rial Distribution Warehouses, In- 
ternational Paper Co., Long-Bell 
Division, Kansas City, Mo.; Harold 
W. Sparks, president, Lumber- 
yard Supply Co., St. Louis, Mo.; 
and David R. Toombs, vice-presi- 
dent, Toombs & Co., Springfield, 
Mo. 

Representing dealers were: D. J. 
Fair, president, the D. J. Fair Lum- 
ber Co., Sterling, Kans.; G. E. 
Hemphill, general manager, Lum- 
ber Specialty Co., Carthage, Mo.; 
Dwayne C. Larson, president, Lar- 
son Lumber Co., Inc., Salina, 
Kans.; W. W. Richardson, presi- 
dent, Spartan Lumber & Hard- 
ware Co., Tulsa, Okla.; W. M. 
Robinson, vice-president, E. C. 
Robinson Lumber Co., St. Louis, 
Mo.; and James H. Wiseman, presi- 
dent, Wood-Freeman Lumber Co., 
Searcy, Ark. 

Chairman of the committee is 
William R. Shockley, vice-presi- 
dent, Queen City Wood Works & 
Lumber Co., a retail lumber firm 
in Springfield, Mo. 


Windy City to Host 
‘58 NRLDA Convention 


The 1958 building products ex- 


position of the National Retail 
Lumber Dealers Assn. has been 
set for Chicago November 22-25 
at the International Amphitheatre. 
Dealer meetings will be held at 
the Conrad Hilton, headquarters 
hotel for 1958. 

Six breakfast sessions will fea- 
ture top ranking industry and pro- 
fessional speakers on the subjects 
of expanding lumber dealer mar- 
kets, selling more home improve- 
ments and building specialties, 
how to meet packaged prefab com- 
petition, opportunities for increas- 
ing farm business, and selling 
kitchens and associated items. 

Major program attraction at 
Exposition Hall will be a mar- 
ket consultation service, featuring 
top merchandising authorities of 
NRLDA exhibitor firms. Objective 
of these “sales huddles’” will be 
to give dealers specific answers 
and advice on merchandising prob- 
lems connected with all markets 
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It’s a funny thing...9 out of 10 people 
will read a piece of copy like 
this right down to the 
very last word 
and then 
start 
right back 
up to find out 
what the point is. So... 
while we have you trapped, now’s 
a good time to say “thanks” for your 
acceptance of Flintrock Gypsum Products 
for making them the big success they now are. 


nd 
Thanks! 


AMERICA’S BROADEST LINE OF BUILDING ad 1 @) 0) Sloe a 


FLUNTROcK GYPSUM PRODUCTS SALES OFFICE, P. 0. BOX 376, ENNIS, TEXAS 
A complete line... Wallboard (Regular) «+ Insulating Waliboard (Foilback >» Wallplank -« Backing Board 
Sheathing « Fire-Ex* (Fire-Rated) Wallboard « Lath « Insulating Lath (Foilbac ter Products . Joint Treatment 


For more details on above items, use Coupon on Page 66 47 
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and product classifications, such as 
ceramic tile, outdoor living, paints 
and finishes, garage doors, dec- 
orative metals, power tools, swim- 
ming pools, low-cost wood schools, 
and farm building materials. 

The “NRLDA-Hilton Holiday” 
plans include two flat-price at- 
tendance packages — one designed 
for weekend attendance, the other 
covering the full four-day period 
of the show. Ten features — in- 
cluding registration fees, lake front 
room, and luxury meal and enter- 
tainment events — are included in 
the package deal. 

Phil Creden, merchandising 
manager of the Edward Hines 
Lumber Co., Chicago, is exposi- 
tion general chairman. 


Meredith Elected 
President of NAWLA 


New president of the National- 
American Wholesale Lumber Assn. 
is Donald Meredith of Madison, 
Conn. Elected at the 66th annu- 
al meeting at Colorado Springs, 
Meredith succeeds Martin _ T. 
Wiegand of Washington, D. C. 

New vice-presidents are J. Ward 
Allen, Allen-Stoltze Lumber Co., 
Ltd., Vancouver, B. C.; and J. Alex 
McMillan, John C. Shepherd Lum- 
ber Corp., Charlotte, N. C. 

Sid L. Darling, New York, N. Y., 
remains executive vice-president. 
Elected to succeed Darling as sec- 
retary is George E. Haring of New 
York. Haring, a 40-year NAWLA 
staff member, manages the col- 
lection department, and is in 
charge of all accounting. 

John J. Mulrooney, H. M. Bick- 
ford Co., New York, succeeds 
Frank S. McNally as treasurer. 

A highlight of the meeting was 
a panel discussion, moderated by 
Art Hood of Chicago, on the re- 
cent NAWLA survey — “What’s 
Right and What’s Wrong with the 
Wholesale Lumber Business.” Pan-~ 
el members included Wiegand, 
Meredith, Allen and Darling. 

Association members approved 
a resolution reiterating and re- 
emphasizing urgent opposition to 
the three-per-cent transportation 
tax. The resolution was sent to 
the chairman of the House Ways 
and Means Committee. 

Ernie L. Wales, Snark of the 
Universe, supervised a Hoo-Hoo 
concatenation at which President 
Meredith and assistant executive 
vice-president Jefferson D. Keith 
were initiated into the lumber- 
men’s fraternity. 
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‘New Wrinkle’ Dealer Promotion 


Host Winfield Oldham, third from right in top photo, greets retail lumber 
company employees who attended his open-yard party, for both fun and facts, 
in either work clothes or shirt-sleeves and slacks. 


Something different in the way of 
entertainment and promotion by 
a lumber yard was introduced one 
night early this summer by the 
Oldham Lumber Company of Dal- 
las, Texas — with the help of the 
U. S. Gypsum Co. — when 75 
lumbermen of Dallas and nearby 
territory were entertained, fed, 
and instructed at an open-air yard 
party. 

Winfield Oldham, president, ex- 
plained that he had seen the USG 
film on profitable materials han- 
dling. He knew that a number of 
yard operators in his territory had 
not seen the film. So he arranged 
with USG to show the film and, 
for the occasion, sent invitations 
to “everyone on our mailing list.” 

Nineteen yards responded by 
sending one or more representa- 
tives, who enjoyed cold beer, a 
ranch-style dinner served by a 
caterer, and then watched the film. 
Seating for dinner and the showing 
was deep in the Oldham yard so 
that visitors could not miss noting 


the large Oldham stock. 

“We do a semi-wholesale busi- 
ness on fill-in items and carry a 
very good stock of fir and yellow 
pine,” Oldham commented. 

“Not all of those who accepted 
the invitation buy from us, but 
some day they might. Anyhow, I 
thought the film was so good I 
wanted everyone who could to see 
it. So you might say the purpose 
of this little meeting was both 
selfish and unselfish.” 

Oldham personnel present num- 
bered 15. Other representation 
came from these retail lumber 
companies: Dallas North, Central, 
Lyon-Gray, Davis-Hawn, Pillard, 
George W. Owens, Cowser, Inter- 
state, Lee Slaughter, Vickery, 
Lingo, Texas Lumber and Supply, 
Mack Gambell, Northwest, Don 
Cameron, Grogan-Lamm, Halla- 
man, Fuller-Bland, White Rock, 
Casa Linda, and Lumber Sales. 

E. S. Goodale of USG, with 
camera, fortunately was on hand, 
too, to snap the photos above. 
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Here's how it works: 


Promotion is Kicked-Off in October 

Good Housekeeping Magazine! Large space ad features 
thermometer .. . tells over 12,000,000 readers it is theirs 
free with no purchase necessary, merely by asking to see 
Wepco windows or doors. 


The Thermometers are made Available to you at 
a Special Low Price. For just a few cents per prospect, 
you get interested customers into your store, watching a 
Wepco window or door demonstration. Also, Wepco’s trained 
representatives are available to help you stage demonstrations. 


Special Tie-In Newspaper Mats are Available. 
Hard-hitting ads, geared to produce traffic. And when you 
use them, Wepco’s liberal co-op ad plan helps pay the cost. 


GENUINE CHANEY 
ouTDOOR 
THERMOMETER 
S9e RETA 


THIS SURE-FIRE TRAFFIC BUILDER, CONTACT EITHER 
TRIBUTOR OR WEPCO SALES REPRESENTATIVE TODAY 


f Co., Litehfiield 





Window 


Distributed In This Area By: 


Central Warehouse Corporation Sash Door & Glass Corporation 


Bristol, Virginia Richmond, Virginia 
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SPA HONORS VETERAN LUMBERMAN J. B. EDWARDS 


Southern Pine Assn. recently played host at a testimonial dinner, compliment- 
ing James Beall Edwards of Oakdale, La., on his 75th year, his 56 years in 
the lumber industry, and his pioneering in Louisiana hardwood manufacture and 


prefabricating. 


President of Hillyer-Deutsch-Edwards, Inc., Oakdale lumber firm, Edwards 
was honored for his great contributions to the lumber industry. He was a founder 
of the American Oak Manufacturers Assn., and a supporter of the American 
Hardwood Lumbermen’s Assn., the Southern Hardwood Producers, and the 


Southern Pine Assn. 


He was a charter member of the Hardwood Dimension Manufacturers Assn. 
when it was founded in Asheville, N. C., 30 years ago. At that time he recognized 
the need for efficient processing of the raw material before it reached consumer 


hands. 


Edwards (seated) receives a plaque of silver embossed on an oak background 
from Edgar Murray, right, during the dinner, held in New Orleans. 


Truscon Steel Sponsors 
Sales Training Program 


“Straight talk” from architects, 
builders, dealers, home-owners, 
and housewives forms the founda- 
tion of a million-dollar sales train- 
ing program now being given to 
its 1,000 distributors of building 
products by the Truscon Steel 
Division of the Republic Steel 
Corp. 

Preceded by more than a year’s 
research among professional peo- 
ple and consumers as to what they 
expect in the way of sales and 
service, the program is known 
as the Order-Makers Institute. 

The new OMI trained salesman 
will be equipped with information 
on the latest designs, definitions, 
cost and function of steel doors 
and windows and other building 
products. 

The training course will be ex- 
tended over a three-year period. 
It will consist of a series of sales 
and product meetings which by- 
pass lectures in favor of color- 
sound motion pictures, open fo- 


rums, quizzes, and discussions 
guided by a specially-trained 
Truscon salesman to serve as a 
meeting leader. 

Each of the 13 sessions will be 
devoted to a single subject, rang- 
ing from down-to-earth tips on 
selling to practical window engi- 
neering. Topics include discussion 
on aluminum windows, installa- 
tion, adjustment, metal lath and 
reinforcement, answering sales 
objectives, steel doors, steel resi- 
dential windows, managing sell- 
ing time, commercial windows and 
doors, and metal wersus’ wood. 


A new line of aluminum downspout 
and gutter is examined by George 
Reese, right, vice-president and ware- 
house sales manager for the Kelley 
Manufacturing Co. of Houston and 
San Antonio, Tex. Kelley recently was 
named distributor for the rain-carry- 
ing equipment, manufactured by the 
Aluminum Co. of America. W. E. 
Weidler Jr., salesman from Alcoa’s 
Houston office, is with Reese here. 


Survey Indicates Good 
Timber-Cutting Practices 


A recent survey of private in- 
dustry timber-cutting practices in 
the redwood region shows that 96 
per cent of one-billion board feet 
harvested during 1957 was cut 
under acceptable or better forest 
harvesting practices. The survey, 
covering a substantial portion of 
all timber cut on private lands in 
the region, was made by the Cali- 
fornia Redwood Assn. Tree Farm 
Committee. 

In a recent report to the State 
Board of Forestry, Committee 
Chairman R. R. Chaffee emphasiz- 
ed that more than 54 per cent of 
the one-billion board feet included 
in the survey was harvested under 
high order forestry practices. This 
classification includes stands of 
timber selectively marked by for- 
esters, stands cut to a diameter 
limit substantially above the state 
forest practice rules requirements, 
and stands cut very lightly for 
thinning. Redwood and Douglas 
fir are the principal species in- 
cluded in the survey. 


Paint Shipments Down 


Factory shipments of paint, var- 
nish, and lacquer totaled $139.4- 
million in April, 1958, according 
to a report from the U. S. Depart- 
ment of Commerce. This figure 
represented an increase of 19 per 
cent from the estimated level for 
March, 1958, and a four per cent 
decrease from the estimated ship- 
ments for April, 1957. 

These dollar statistics are esti- 
mates of total factory shipments 
of finished paint, varnish, and 
lacquer for the United States. The 
data is obtained from a scientifi- 
cally-selected survey of approxi- 
mately 250 companies. 
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the versatile 


Low cost, a permanence approaching that of stone, easy 
workability, and a 1001 uses—you offer your prospects 
all these with ‘‘K&M” Decorative Panels. 

Eye-appeal + “K&M” Decorative Panels create long, 
clean lines in walls and decorative details. Modern pat- 
terns and warm texture offer excellent contrast in light 
and shadows. 

Long, maintenance-free life * “K&M”" Decorative Panels 
resist weather and fire. Won’t rot or corrode. They’re 
vermin-proof. Made of asbestos fibers and portland 
cement. 

Easy to work « You can cut, drill, and shape the 4’ x 8’x 
14"" sheets with ordinary tools. They take paint easily. 
Usability + Ideal indoors or outdoors —for partitions, 
walls, facades, and siding. 
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building material of a 1001 uses! 


Write to us today for more information on your biggest 
new profit-maker—‘‘K&M” Decorative Panels. 


Other top-quality “K&M” building products: Asbestos- 
Cement Roofing and Siding, Asphalt Roofing, Insulpanel, 
Insulation Board, Fibreboard Ceiling and Wall Panels, 
and Asbestos-Cement Building Sewer Pipe. 


KEASBEY & MATTISON 


COMPANY AMBLER «© PENNSYLVANIA 


For more details on above items, use Coupon on Page 66 51 
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The walls and ceilings of this room feature Decrobord 


new Johns-Manville DECROBORD 
ceiling panels and wall plank— 


ask your J-M Representative about special promotion and display materials 


@ J-M Decrobord ceiling panels and wall plank are 
pre-finished with a unique and decorative pattern 
which provides a sweeping textured appearance. They 
set a smart new style for home interiors. Decrobord 
panels and plank are ideal for use in home remodeling 
or in the building of new houses because they are 
inexpensive, easy to handle and easy to apply. You'll 
find Decrobord opens up new opportunities to make 
sales among your ‘‘do-it-yourself’’ and builder 
customers. 


Decrobord panels and plank have the famous J-M 
Lightning Joint which allows them to fit together 
quickly and efficiently, conceals all nails or staples. 


The surface of J-M Decrobord panels and plank 


2® Jouns-ManviLie JM 


For more details on above items, use Coupon on Page 66 


is especially treated at the factory to resist flame. 

The harmonizing colors of Decrobord panels and 
plank are complementary. They can be used in a num- 
ber of combinations for interesting decorative effects. 

The beautiful modern Decrobord design comes in 
two patterns . 

Hard-hitting promotion helps you sell Decrobord 
A special selling and promotional plan has been devel- 
oped to help you increase your sales of Decrobord. 
This includes full-page, full-color ads in “THis WEEK 
MAGAZINE” and other display and sales promotion 
aids which will identify you as a Decrobord dealer. For 

complete details about this comprehensive merchan- 
dising plan, see your J-M Representative. 
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Johns-Manville 
DECROBORD 


Available in: 

Silver on White 

Gold on Ivory 

Gold & Gray on White 
Size 12” x 12” 


WALL PLANK 
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WHAT'S NEW 
in Building Trends 





Two-Way Desk Saves Space and Squabbles 


To help keep mom or the kiddies out of dad’s busi- 
ness papers or to inspire simultaneous studying by 
two children, this cleverly designed two-way desk 
is reported to do the trick. 


Of finish grades of West Coast hemlock or Douglas 
fir, the desk can be built right into the den or 
family room wall. When finished in natural wood 
with clear plast it creates a piece of furniture 
suitable for any style home. 


Cabinet System Cuts Time and Costs 


An imaginative new modular cabinet system features 
pre-cut fir plywood component panels locked together 
with a pair of ; 1inum frames. This new concept 
in cabinet build has been developed by Archi- 
tectural Hardware Corp., Dept. SBS, 2132 Pacific 
Avenue, Tacoma 2, Wash. 

Assuming a ds r has conventional door hardware 
and plywood on hand, he can go into the kitchen 
cabinet business th a minimum investment in ma- 
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terials, warehouse space, milling equipment, and 
skilled iabor crews. 

No glue, nails, screws, skilled labor, or special 
joinery are required for assembly of the cabinets. 
Reportedly, these units can be assembled in one- 
third the time required for conventional cabinets — 
for up to 15 per cent less cost. 

The design produces a flush cabinet with sheer 
styling. Arcware metal parts frame the top and bot- 
tom of the cabinet with an anodized aluminum bar. 

These aluminum frames are the key to the Arc- 
ware system. They fit over the top and bottom of 
the cabinet. With the combined pressure of the in- 
terlocking side and all panels against the ridge of 
the frames, they hold the parts tightly together. Sim- 
ple saw kerfs in the plywood side panels engage a 
locking ridge in the frames. 

All cabinet hardware can be pre-mounted on the 
plywood components before they are assembled. This 
means a pre-finished, knock-down cabinet can be 
taken to the job flat, except for the drawers, with 
all hardware installed. 


One-Piece Fastener Holds Concrete Forms 


An unusual fastening device for plywood concrete 
forms, which holds both the form tie and waler in 
place, has been introduced by Trueforms, Inc. This 
system makes forming from 20 to 40 per cent faster, 
contractors reported. 


— PLY-TIE HOLDER 





























——— FIXED WASHER. 





. 
4— Conceere \— iwwooo sweet 


The Ply-Tie holder is a bracket designed for use 
with conventional fir plywood panels. One arm of 
the bracket has a tear-drop slot which fits over the 
head of a special form tie. The other arm of the 
bracket holds the waler. 

The tie holes are pre-drilled in the plywood. Then 
2x4 studs are tacked to the plywood with one of the 
studs backing the joint. The Ply-Tie holder secures 
the form tie and holds the waler in place. 

The form work can be quickly stripped by spring- 
ing the walers loose and releasing the tie holder with 
the tap of a hammer. 

The Trueform system is applicable for most form- 
ing requirements including walls, columns, pilasters, 
and beams. List price for the Ply-Tie holders is 
approximately 80 cents each. 








YOU THINK 


ASPHALT TILE CEMENT 
(Cutback or Emulsion type) 


Being close-by to every area of the South permits us 
to eliminate HIGH FREIGHT COSTS; our buy-as-you- 
need-it policy obviates over-stocking. Combine ALL 
GARDNER PRODUCTS into a 10,000 Ib. order and 
you as a Distributor secure the very lowest prices we 
have to offer. Our Fleet of modern trucks services the 
South in the speediest manner possible. 








MIF 


IT’S NEWS WHEN MAN BITES DOG? 
GARDNER'S PUTS BITE IN YOUR RETAILER'S SALES! 


WOOD BLOCK MASTIC 
(Hot or Cold style) 


LINOLEUM PASTE 


GET YOUR SHARE OF SALES IN THE HUGE 
MOBILE HOME MARKET! One single application of 
popular-priced MOBILASTIC LIQUID ALUMINUM 
MOBILE HOME ROOF COATING makes EVERY 
Roof weathertight — and it insulates, soundproofs and 
seals! Ideal for protecting TRUCK ROOFS, particularly 
refrigerated units. 


GARDNER ASPHALT COMPANY 


TAMPA, FLORIDA 
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A NEW PROMOTION PROGRAM 
TO HELP YOU 


alll, Ganages 


Now is the time dealers welcome ideas for garage 
and carport selling. Let Weyerhaeuser’s new Ga- 
rage Promotion Kit help you sell these profitable 
jobs. Show prospects a wide selection of attrac- 
tive, yet practical garage designs. Point out the 
advantages of wood construction .. . how Weyer- 
haeuser 4-Square kiln-dried structural lumber and 
various types and patterns of 4-Square siding 
make it possible to erect a sound garage that 
will harmonize with any home. 


The Weyerhaeuser Garage Promotion Kit is a 
timely selling tool. Here’s what you receive: 
NEW GARAGE CATALOG: A supply of colorful 
814” x 11” catalogs showing 25 modern garage 
and carport designs. 


DESIGN NO. 2523 


Here are two of the 25 attractive designs in the new 
Weyerhaeuser Garage Catalog. There are both one and 
two-car designs in a variety of styles. 


"DESIGN NO. 2515 











DESIGN NO. 2518 


These designs illustrate the variety in the Weyerhaeuser 
Garage Catalog ne designs feature breezeways or 
porches. All have space for storage. 








PROSPECT MAILER: A quantity of envelope stuffers 
to stimulate interest in garage construction. 
SHOWROOM DISPLAY: A large, colorful center 
display poster identifying your yard as “Head- 
quarters for Garage and Carport Ideas’. . . plus 
six two-color pennants with selling messages and 
illustrated garage designs. 
DISPLAY RACK: A colorful wall or counter dis- 
play stand to hold your garage literature. 
ALSO AVAILABLE: When you order the Garage 
Promotion Kit, the following materials will be 
furnished free of charge: 

Free newspaper ad mats and radio scripts, 

available on request. 

For your contractors, the new, idea-packed 

“Building News’’ will be mailed free by Weyer- 

haeuser to the names you furnish. 
THIS BIG GARAGE PACKAGE is another Weyer- 
haeuser service to help you obtain a larger share 
of new business. The promotion is yours for a 
small investment. Ask your Weyerhaeuser Dis- 
trict Representative for full details. 


Weyerhaeuser Sales Company 


FIRST NATIONAL BANK BUILDING « ST. PAUL 1, MINNESOTA 
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2-BURNER GAS UNIT 
with Front Controls 


> 


4-BURNER GAS UNIT 
with Front Controls 


“SHADOW-SLIM” 4-BURNER 
GAS DROP-IN UNIT. Requires 
only Single Top Cut-Out. 

Also available in electric. 


as your most complete, 


most reliable source 
of quality-tested 
BUILT-IN UNITS! 


% 7 handsome decorator colors! 


ALUMINUM GAS GRIDDLE with 
or without Thermostatic Controls 





FAMOUS 
BROILMASTER 
OVEN! 


Eye-Level 

Slip-In Gas or 
Electric Oven. 
Same size oven 
also in 

Stack-On design. 


2-BURNER ELECTRIC 
DROP-IN UNIT 
with Front Controls. 











DEALERS AND DISTRIBUTORS: Write Today 
for Literature and Prices. Some Territories 
Still Open for Qualified Distributors. 


MT. VERNON 


FURNACE & MFG. CO. 


4-BURNER ELECTRIC UNIT M 
with Front Controls. 


t. Vernon, Illinois 


‘ Fine Stov ce 1920 
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SOUTHERN 


Chase Brass Surveys 
Compare Plumbing Costs 


The Chase Brass and Copper 
Co. has published results of two 
recently completed surveys that 
compare the installation costs of 
all-copper plumbing with cast iron 
and steel plumbing and drainage 
systems. 

Both surveys contain detailed 
comparative analyses of the labor 
and material costs for installation 
of the two different systems in 
typical houses. The surveys were 
made separately by the Copper 
and Brass Research Association 
and Chase Brass and Copper Co. 

The CABRA data compare the 
cost of installing copper drainage 
tube with that of installing iron 
pipe for the drainage system of 
a six-room, 1%-bath house. The 
Chase data compare the costs for 
complete plumbing and drainage 
systems in a seven-room, 1%-bath 
ranch house. 

Results show a $39 savings for 
the copper drainage system and 
a $84 savings for the complete 
copper plumbing and drainage sys- 
tem. In both cases, data include 
costs of all labor and materials, 
including fittings, flanges, and 
hangers. 


Martin-Senour Matches 
Wall Paints, Appliances 


Homemakers and designers seek- 
ing a planned color scheme in 
kitchens now can have the colors 
of their major appliances repro- 
duced in wall paints. 

The colors, based on metal 
samples supplied by 15 leading 
manufacturers, were coded for use 
at retail paint or department stores 
by the Martin-Senour Paint Co., 
Chicago. 

The wall colors can be selected 
to go with a wide range of appli- 
ances including stoves, refrigera- 
tors, freezers, cabinets and smaller 
items. They include the popular 
pastels, rnuted tones and metallics. 

Colors are available either 
through the firm’s Nu-Hue Custom 
Color System or its new Colorobot 
program. 

Companies presently participa- 
ting in the appliance color pro- 
gram are: Admiral, Amana, Calor- 
ic, Chambers, Frigidaire, General 
Electric, Hotpoint, Kelvinator, 
Maytag, Norge, Philco, Tappan, 
Universal, Westinghouse, and 
Whirlpool. 
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A trademark of The 
Fiintkote Company 
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THE FLINTKOTE 


Who'll win this fabulous big-family dream 
house?* Some lucky listener who can guess 


its retail value 


STORY BOOK HOUSE 


and the value of the other 


prizes listed in “The Price is Right” showcase. 


Flintkote on famous 
TV program to help move 
your building products 


See the Flintkote Story Book House on 
NBC-TV's “The Price is Right."' Promotion 
breaks coast-to-coast Thursday, August 7th. 

Continues until September 4th. 


23,000,000 TV listeners will see the Flintkote Story 
Book House—sce Flintkote Seal Tabt Roofs... In- 
sulrock ceilings...Van Packer Chimneys...Tile-Text 
and Tile-Tex Flexachromef floors in actual use! 
Thousands of prospects right in your own area. 


14,000,000 Magazine fans will read about the Flint- 
kote Story Book House. MacFadden Publications 
plan a whopping tie-in starting August Sth. 


e 8 full-color pages of the Flintkote Story Book 
House in TRUE Story, PHOTOPLAY and RADIO-TV 
MIRROR. 


e 4 pages in TRUE Love, TRUE ROMANCE and TRUE 
EXPERIENCE. 


AMERICA’S 


What does it all mean to you? 


More and re acceptance for your Flintkote Prod- 
ucts... greater prestige for you locally as a Flintkote 
Dealer because of this coast-to-coast promotion, In 
short, it n s your selling job easier. 


) Promotion Timetable... 


i t and ‘ 
Clip out and save | Flintkote Story Book House. 


August 7th ser announcement. Slides of Flintkote 
ry Book House will be shown. 


lain promotion dates. Home audience will 
isked to estimate the retail value of ““Show- 
ise’ which includes the Flintkote Story Book 
louse as main prize. Complete description of 
intkote products used in house will be given. 


September nouncement of the Flintkote Story Book 
4th House winner. 


August 
14-21-28 


Note: Check your local paper for time and station. 


BROADEST LINE OF BUILDING PRODUCTS 


30 Rockefeller Plaza, New York 20, N. Y. 
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Charcoal Filters Cut 
Air-Cooling Costs 


Use of activated charcoal filters 
and a reduction in the amount of 
glass used in modern construction 
would mean substantial savings in 
air conditioning costs. 

Such was the view expressed re- 
cently by John E. Haines, vice- 
president of Minneapolis-Honey- 
well Regulator Co., in an address 
to the Building Research Institute 
in Washington, D. C. 

Outlining ways to reduce both 


initial cost and operating expense 
for year-’round air conditioning 
systems in commercial, public, and 
industrial building, Haines em- 
phasized the expense of heating 
outdoor air in winter and of cool- 
ing it in summer. 

Said Haines: “If the minimum 
quantity of outdoor air can be re- 
duced and still accomplish removal 
of odors and gases, a substantial 
saving will result in the first cost 
and operating expense of heating 
and cooling.” 

Haines stated that the use of 
activated charcoal filters in the air 





Twas ‘Sugar Pine is high 


altitude, slow growth, 


premium stock with the 


~ smooth, easy working, 
soft texture demanded 
_ by pattern makers, 


conditioning system may result in 
a 10 per cent reduction in the 
amount of outside air needed, with 
a comparable decrease in refrigera- 
tion tonnage. 

He also pointed out that wide 
expanses of glass allow an excess 
of solar heat to enter the building, 
with resulting heavy demands on 
the air conditioning system. 

In a typical building, 33 per cent 
more cooling capacity is required 
to air condition an office with 74 
per cent of its wall space in glass, 
Haines said, than one of equal area 
having only 24.5 per cent glass. 
Operating costs for the air condi- 
tioning would be 26 per cent high- 
er, he said, 


Armstrong Cork Sponsors 
Dealer Sales Training 


A wide-scale dealer education 
designed to help retail flooring 
dealers meet changing economic 
and competitive conditions in their 
local markets has been inaugurat- 
ed by the Armstrong Cork Com- 
pany’s Bureau of Merchandising. 

Organized as part of a continu- 
ing effort to provide complete 
up-to-date assistance in sales 
development and general retail 
management, the program calls 
for a series of dealer meetings to 
be conducted on an informal basis 
by each Armstror.z wholesale dis- 
tributor. The meetings will be 
tailored to the problems of the 
individual dealer involved and 


millwork manufacturers < , — pci 
pare os, me e / ; will include supplementary train- 


oS > . ing films and educational mate- 
THOROUGHLY KILN OR gaa rae, a | CT 
AIR DRIED TW&J Sugar Pings ¥ 
‘is precision manufactured 
from 4/4 to 16/4 and held 

in large storage sheds for 
year-around delivery. 


Ludman Corp. President 
Defines Firm’s Tenets 


Elmer M. Harris, new president 
and board chairman of the Lud- 
man Corp. of Miami, Fla., recently 
emphasized this aluminum window 
products firm’s “new look’ pro- 
gram in an unusual way. 

To some 5,000 Ludman em- 
ployees, stockholders, dealers and 
distributors he sent an engraved 
parchment scroll which set forth 
basic tenets of the company’s new 
program to better distribution and 
service. The scroll pledged to 
maintain the company’s “tradi- 
tional reputation for outstanding 
quality,” while providing “the 
utmost in service ... at the low- 
est prices consistent with these 
high standards.” 


The West's largest 
producer of Sugar Pine 
with 10 mills in the heart » 
of the High Sierra Sugar™. 
Pine belt to serve you. 


Tanrern.Wersrer & Jounson. Ine. 


BOX 3498 
¥ ( gin? Wr 
) Telety: F ] 
Teletype SF 211 
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Standards Bureau Tests 
Mineral Wool Insulation 


Recent tests by the National 
Bureau of Standards reveal that 
mineral wool gives its best per- 
formance as a thermal insulation 
when it is covered top and bottom 
with aluminum foil, and so in- 
stalled in mid-space that two re- 
flective spaces are created. 

These findings are described in 
a report of the National Bureau 
of Standards entitled “Thermal 
Resistance of Airspaces and Fi- 


brous Insulations Bounded by 
Reflective Surfaces,” BMS 151. 

The bureau made tests of min- 
eral wool with and without alu- 
minum wrapping, with one, two, 
and no air spaces. Thermal values 
for the mineral wool were rated 
in the following order of decreas- 
ing effectiveness in the horizontal 
position: 

1. Mineral wool enclosed with 
foil top and bottom, and installed 
in mid-space. 

2. Enclosed with foil top and 
bottom, and bowed into the space 
from the warm side. 





Quality Leaders in 
Gash Hardware for 
over 60 years ! 


For more than half a century the Grand 


Rapids Hardware Company has set the 
standards by which all quality sash hardware 
is judged. A continuous research and devel- 
opment program has resulted in many new 
and basic advancements in operative hard- 
ware and weatherstripping for all types of 
residential windows. In the future, as in the 
past, you can look to Grand Rapids Hard- 
ware Company, the pioneer, for sash hard- 
ware at its very best . . . plus service second 
to none. Write for fully illustrated catalog 


today. 


Amevica's only Complete Line of 
Residential Window Operative 
Hardware and Weatherstripping | 


FOR DOUBLE HUNG SASH 


Removable window operative hard- 
ware, combination balance and 
weatherstrip, “Invizible’’ balances, 
clockspring balances, locks, pulls, 
weatherstrip, sash anchors. 


FOR CASEMENT SASH 
Hinges, gears and pushbar 
operators, locks, weather- 


FOR HORIZONTAL SLID- 
ING SASH: Sliders for re- 
movable sash, weather- 


FOR AWNING SASH 
Hinges, gear and pushbar 
operators and locks. 


strip. strip, locks and pulls. 


GRAND RAPIDS HARDWARE CO. 


560— 11th STREET 
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GRAND RAPIDS 2, MICH. 





3. Enclosed with foil but laid 
in so as to create a reflective space 
only on top of it. 

4. With aluminum coated paper 
on top instead of foil. 

5. With foil only on bottom and 
laid in; or without aluminum. 


Cork Board Channeled 
Through Lumber Yards 


Conolite cork board is being 
made available for the first time 
by the Continental Can Co. to 
consumers through lumber yards, 
building supply firms, and other 
distributors of decorative Conolite 
plastic laminate. 

Composed of selected pure cork 
particles bound together to retain 
all the resiliency of natural cork, 
the material is economical, dura- 
ble, and highly indestructible when 
used for bulletin boards. The re- 
siliency of Conolite cork makes 
possible fast recovery from thumb- 
tack punctures and it can be clean- 
ed easily with a damp rag and 
mild soap. It can be mounted per- 
manently with the proper cement 
on a variety of surfaces such as 
hardwood, plywood, gypsum, lami- 
nated paper board, and even plas- 
ter walls. 

The material may be used by 
Do-It-Yourself enthusiasts as a 
covering for furniture, card tables, 
fatigue mats, and runners; as bul- 
letin boards in offices, factories, 
and homes; to refurbish existing 
schools, hospitals, and other public 
institutions; and as a wall covering. 


Fordyce Lumber Plans 
Modernization Program 


A long-range modernization 
program, estimated to reach the 
million-dollar mark, has recently 
been approved by directors of the 
Fordyce Lumber Co. at Fordyce, 
Ark. 

In announcing plans, President 
E. C. Gates said that about $100,- 
000 had already been set aside for 
purchase of an automatic double- 
end trimmer, end printer and 
grade-marker for the pine mill. 
Other improvements, he indicat- 
ed, would include a heavy-duty, 
high-speed double surfacer for 
dry pine lumber; more manufac- 
turing equipment for pine lum- 
ber; high-pressure blow pipe sys- 
tem; automatic unstacker for dry 
lumber; and additional storage 
and handling facilities. 


SOUTHERN BUILDING SUPPLIES for AUGUST, 1958 





WILL HELP YOU BUILD 


EXTRA-DOLLAR 
PROFITS 


Southern Screw’s full page ad But this ad says 
in the September POPULAR = “RUILD EXTRA-DOLLAR PROFITS”! 


SCIENCE magazine (the 

issue which includes the That’s right—and here’s how! . . . NOW’s the time to line 
NRLDA section) will put up your own “Handy Andy” or “Mr. Fixit” service for Fall 
major emphasis on using Fix-up Time in your community. Whether the service 
Southern fasteners for home comes from your own carpenter or handyman, or he is hired 
repairs and replacement. The on a per-job basis, your “Handy Andy” or “Mr. Fixit” can 
ad will concentrate on install- pay his way for you many times over in: 

ing permanent Quality fasten- ale a ale 

ers made by Southe lated ° ae rTHAT REQUIRE MATERIALS 


steel, brass, Everdur silicon 
bronze, aluminum and stain- ® OFFERING A HOME-OWNERS’ ADVISORY SERV- 


less — to replace corroded or ICE WHICH WOULD INCLUDE MATERIALS AND 
rusting screws and nails. TOOLS YOU SELL 


NOW’S THE TIME TO STOCK UP ON SOUTHERN FASTENERS IN THE FAMOUS “EZ to C’© CARTONS! 


Call your source of supply for USA-made Southern Screws and 
Bolts. Stock the full Southern line including plated steel, brass, 
Everdur silicon bronze, aluminum and stainless. Make your store 
“Fall Fix-Up Headquarters”! 


Wood Screws © Machine Screws © Tapping Screws 
®@ Drive Screws @ Stove Bolts @ Carriage Bolts SCREW COMPANY 


Southern Screws are Sold Through Leading STATESVILLE NORTH CAROLINA 
Wholesale Distributors 
Warehouses: New York, Chicago, Dallas, Los Angeles 
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Masonite Study Reveals 
Most Popular Type House 


The typical house that a group 
of selected lumber dealers recom- 
mends to the buying public today 
is one averaging 1,420 square-feet 
of floor area, with three bedrooms, 
slightly more than one-and-a-half 
baths, and a one-car garage. Opin- 
ion is evenly divided between tra- 
ditional and modern style and one- 
story and story-and-a-half size. 

This was revealed in a study by 


the Masonite Corp. of lumber deal- 
ers’ own selections of houses they 
are building for the promotion of 
building products to the public. 
Based on their selections, the 
four most popular houses among 
the seven designed for the pro- 
gram have these factors in com- 
mon: House size ranges from 
small to medium, leaning toward 
the 1%-story house with the un- 
finished attic because of its better- 
than -average potential size at 
lowest cost; and fairly general 
avoidance of the glamour-type, 
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5s’ INSULATED GLAZING 


BRITT’S competitively priced sliding glass door alone has frame and 


where winters are severe, or air conditioning used. 

Here is the glass door that is specified with the assurance of no 
complaints of water coming in around the door. The sill design has been 
proved in hundreds of installations in the Southwest where the rainfall 
was more than 20 inches during a 4-month test period. 

Here are other design features of the Britt Sliding Glass Door that 
will bring you increased sales, and complete customer satisfaction: 


@ Sliding vent to the outside; the fixed vent to the inside. 

@ Wool pile weather stripping is or interior side of sliding vent 
so as wind blows harder, the weather stripping seals tighter. 

@ Glass is set in curtain wall tape; glazing bead is of extruded 


aluminum. 


Fixed vent is an integral part of the door frame. 
The BRITT Door is “face” mounted in rough opening using 


brick veneer or frame fins. 
@ We use our own trucks for fast, damage-free delivery. 


BRITT suounc DOOR CORP. 


P. O. BOX 6735 @ 
2501 WROXTON RD. 


For more details on above items, use Coupon on Page 66 


TELEPHONE JAckson 9-2681 
° HOUSTON 5, TEXAS 


SOUTHERN 











expensive houses. 

The analysis was based on the 
selection of 152 houses by 120 
dealers in all parts of the country. 


Outdoor Storage Is Safe 
For Wrapped Lumber 


Dry lumber properly wrapped in 
paper or plastic film can be stored 
outdoors at least a year and still 
be dry lumber. 

A 12-months’ study just com- 
pleted at Portland, Ore., by the 
Western Pine Assn.’s_ Research 
Laboratory, found that such wrap- 
ped lumber changed less than 2.5 
per cent in average moisture con- 
tent despite being sloshed by 33.5 
inches of rain. Wrapping costs 
were found to vary from $1.14 to 
$2.06 per thousand board feet. 

Wrappings tested were a rein- 
forced paper lumber wrap and a 
polyethylene film. 

The study was planned as an 
aid to lumber retailers, processors, 
builders and others who need 
extra storage capacity. 


| Cement Plant Under 
| Construction in Ohio 


Columbia-Southern Chemical 


| Corp. has begun construction of a 


large cement plant at Barberton, 
Ohio. The new unit is designed to 
produce 1,500,000 barrels of cement 
annually. 

According to President Joseph 
A. Newbauer, the plant will em- 
ploy a method of manufacturing 
which will enable it to comply 
with the most rigid code regula- 


vents that accommodate both types of glazing—a feature so important | tions relative to air cleanliness. 


Site grading and preliminary 
construction work for nine cement 
storage silos are underway. The 
multi-million dollar plant will in- 
clude a rotary kiln 450 feet long 
and 13 feet in diameter. 

The cement plant is scheduled 
for completion by December, 1959. 


American Vitrified 
Declares Dividend 


The American Vitrified Products 
Co., Cleveland, Ohio, recently de- 
clared a regular quarterly divid- 
end of $.30 per share payable to 
stockholders of record. 

American Vitrified is one of the 
nation’s largest producers of both 
clay and concrete pipe and allied 
products. The company employs 
over 1,000 people. 
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201-H. INTERIOR WOOD PANELING. Three illustrated folders 
show Weyerhaeuser’s Loe-Wall paneling in formal and 
traditional styling, Nu-Wall in traditional and contemporary, and 
Western wood panelings in several patterns and finishes. Weyer- 
haeuser Sales Co., Dept. SBS, First National Bank Building, Saint 
Paul 1, Minn. 


202-H. GAS AND ELECTRIC RANGES. Catalog illustrates and de- 
scribes the complete Vernois line of gas and electric ranges, ovens, 
burner units, gas hot plates, rotisserie and blower. Special features, 
choice of colors, and dimensions are given for each. Illustrations 
of the plant and personnel are also included. The Mt. Vernon Fur- 
nace & Manufacturing Co., Inc., Dept. SBS, Mt. Vernon, Ill. 


203-H. BATHROOM AND SHOWER CABINETS. Bathroom cabi- 
nets, shower stalls and doors, tub enclosures, louvers, and bath 
accessories are described and illustrated in a 20-page catalog. Spec- 
ificati bly, and installation instructions are included. 
Standard ‘Steel Cabinet Co., Dept. SBS, 3701-15 Milwaukee Avenue, 
Chicago 41, Il. 


204-F. REDWOOD IN THE HOME. “Promote Redwood For True 
Beauty in the Home” by John Reno gives helpful pointers on 
moisture content, colors, grains, nailing, and finishes for 
redwood paneling and siding. The Pacific Lumber Co., Dept. SBS, 
35 East Wacker Drive, Chicago 1, Ill. 


204-H. CLOSET BOOKS. “Space and Cost Savings” is a folder 
illustrating and describing Berry Float-Away closet doors. The 
doors reportedly save $50 per house on construction costs. Berry 
Float-Away Closet Doors, Dept. SBS, 1091 Zonolite Road, N.E., 
Atlanta 6, Ga. 


101-H. ALUMINUM NAILS. Brochure shows and describes the 
complete line of Phifer aluminum nails for all building purposes. 
It explains tempering and etching of aluminum alloy nails. Price 
list gives dealer costs of “job size” boxes and 50-Ib. cartons. 
Phifer Wire Products, Dept. SBS, Box 12, Tuscaloosa, Ala. 


104-H. ALUMINUM WINDOWS. Five color brochures describe and 
illustrate Ualeo aluminum horizontal sliding, residential and com- 
mercial awning, casement, and double-hung windows. All bro- 
chures give specifications, sizes, and installation details. Southern 
Sash Sales & Supply Co., Inc., Dept. SBS, Sheffield, Ala. 


102-J. METAL BUILDING PRODUCTS, Catalog 57 gives specifica- 
tions and shows and describes uses of Vestal fireplace circulators, 
dampers, accessories, stell lintels, bridging, wall ties, mortar boxes, 
garbage receivers, access doors, and other products for business 
and industry. Vestal Manufacturing Co., Dept. SBS, Sweetwater, 
Tenn. 

1-K. METAL LATH, ACCESSORIES. Colorful catalog shows and 
describes types of metal lath, accessories, and partition systems 
of the Alabama Metal Lath Co., Dept. SBS, P. 0. Box 992, Bir- 
mingham, Ala. 

2-K. WINDOW, DOOR PRODUCTS. Vulco aluminum screens and 
jalousies, Caseking screens, Superior and Ideal storm sash, Dura- 
Bilt screen doors and combination storm doors, hardware and tools 
are described in the “Versatile Vulco” catalog. Vulean Metal Prod- 
ucts, Inc., Dept. SBS, 2801 Sixth Avenue South, Birmingham, Ala. 
105-L. MODERN WOOD PANELING, Colorful literature describes 
Long-Bell’s Flakewood paneling for contemporary interiors, and 
mahogany finish Ven-O-Wood for economical use in homes, 
offices and stores, Specifications included. International Paper Co., 
Long-Bell Division, Dept. SBS, 928 Grand Avenue, Kansas City, 
Mo. 





On this and subsequent pages of S-B-S, you are offered an 
excellent selection of literature on new Building Materials and 
Products. For free copies of this helpful literature, just fill in 


203-A. PLASTER REINFORCEMENT. A 20-page research booklet 
reports “The Crack Resistant Properties of Gypsum Lath and 
Plaster Angles Formed by the Intersection of Walls and Walls with 
Ceilings Reinforced with Various Types of Metal Reinforcement.” 
It shows the superior performance of Keycorner wire mesh. Key- 
stone Steel & Wire Co., Dept. SBS, Peoria 7, Il. 


205-A. FACT FILING FOLDERS. Reynolds Aluminum offers deal- 
ers a set of 19 Fact Folders for a handy reference library on such 
products as aluminum roofing and siding, asphalt roofing and 
accessories, farm gates, insulation, nails, ete. New literature sent 
to dealers using folders. Reynolds Aluminum Supply Co., Dept. 
SBS, P. O. Box 1367, Atlanta 1, Ga. 


208-A. WESTERN PINE — SOURCES AND USES. WPA’s 1958 
membership directory lists 440 member mills by states, species, 
and products available. Six color folders show Western Pine fin- 
ishing recipes and reproduced samples. Western Pine Assn., Dept. 
SBS, Yeon Building, Portland 4, Ore. 


209-A. PLASTIC-FINISHED PANELS. Full-color catalog covers 
Marlite’s line of plastic-finished hardboard wall and ceiling panels. 
It shows a full variety of colors and patterns — Hi-Gloss, Marble 
Panel, Woodpanel, plank, block, and Korelock, Marsh Wall Prod- 
nets, Inc., Dept. SBS, Dover, Ohio. 


211-A. BARBECUE GRILL. AIA file leaflet describes and shows 
two models of new Majestic Char-Grill for indoor installation. 
Uses and grill accessories are also shown. Separate sheets detail 
installation in masonry and wood cabinets. Majestic Co., Dept. 
SBS, Huntington, Ind. 


212-A. WOOD WINDOW WALLS. Catalog No. 581 and dealer 
merchandising kit cover use of Andersen wood window units for 
residences, institutional buildings, and light cial str 

Brands and types include Flexivents, Beauty-Line, basement, glid- 
ing, casement, and double-hung Pressure Seal units. Andersen 
Corp., Dept. SBS, Bayport, Minn. 


213-A. WROUGHT IRON RAILINGS AND COLUMNS. New cata- 
log page shows four column designs available with Versa wrought 
iron railing for Do-It-Yourself trade. It explains the ease of be- 
coming wrought iron dealer. Versa Products Co., Dept. SBS, Lodi 
4, Ohio. 


24-B. ASPHALT ROOFING MATERIALS. Four-page catalog in- 
sert gives complete specifications, descriptions of uses, and direc- 
tions for both cold and hot applications, It covers asphalt roofing 
and coatings and cements. Lion Oil Co., Asphalt Sales, Dept. SBS, 
El Dorado, Ark. 


33-B. MASONRY WALL REINFORCEMENT, Bulletin gives spec- 
ifications and shows Dur-O-wal. masonry wall reinforcement with 
cavity, bonded, coursed, or stacked course masonry wall, and wall 
with plaster. Dur-O-wal. Products of Alabama, Inc., Dept. SBS, 
P. O. Box 5446, Birmingham 7, Ala. 


106-B. FIR PLYWOOD FACTS. Available to dealers and their 
employees is a 48-page pocket-size fir plywood guide which includes 
basic grade-use data, advantages, and much “know-how.” Douglas 
Fir Plywood Assn., Dept. SBS, 1119 A Street, Tacoma 2, Wash. 


110-B, PLASTIC WATER PUTTY. Catalog sheet shows home uses 
for Durham's Rock-Hard water putty, explains how to color it, 
and lists types of customers who finds it “indispensable.” Donald 
Durham Co., Dept. SBS, Box 804-0, Des Moines, Iowa. 


(Continued on Reply Card Page 65) 
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IBI Reports 15% Rise 
In Insulation Board Sales 


The Insulation Board Institute, 
from its Chicago headquarters, has 
announced that perforated insula- 
tion board tile sales to retailers in 
the first quarter of 1958 rose 15 
per cent above those of the com- 
parable 1957 quarter. 

Charles M. Gray, IBI manager, 
pointed out that sales in 1957 
soared 33 per cent above those of 
the previous year. Last year’s in- 
crease came at a time when sales 


of home-building materials in gen- 
eral declined 12 per cent because 
of fewer housing starts. 
Production figures for all types 
of insulation board (sheathing, 
building board, shingle backer, 
decorative interior tile and plank, 
roof insulation and insulating roof 
deck slab) show a 9.8 per cent 
decrease in output from 1956 to 
1957, reflecting the decline in the 
housing market. Gray said, how- 
ever, that recent monthly ship- 
ment reports indicate industry 
production now is on the increase. 





This Folder will show you how to 


Kwikset Is Division 
Of American Hardware 


Kwikset Locks, Inc., of Ana- 
heim, Calif., is now a division 
of American Hardware, Evan J. 
Parker, president, announced. The 
change became effective July 1. 

Under the new corporate struc- 
ture, the manufacturing company 
will be known as the Kwikset 
Division of American Hardware. 
A sales subsidiary, Kwikset Sales 
& Service Co., will continue to 
handle all of the division’s sales 
matters, but will operate as a sub- 
sidiary of the American Hardware 
Corp. 

Other principal divisions of the 
corporation include Russell & 
Erwin, P. & F. Corbin, Corbin 
Wood Products, Corbin Hose 
Clamp, Corbin Cabinet Lock, and 
International Hardware Company 
of Canada, Ltd., a Canadian sub- 
sidiary. The corporation will main- 
tain its policy of strict competi- 
tion between divisions in all sales 
activities, including separate sales 
forces and sales promotional de- 
partments. 


Over $200-Million Spent 
For Fire Protection 


Private forest industry expend- 
itures during 1957 for fire pro- 
tection of its own lands in the 
redwood region totaled over $200- 
million, and investments in stand- 
by equipment were more than 
$5-million, according to a recent 
survey prepared by the Califor- 
nia Redwood Assn. Tree Farm 
Committee. The survey covered 
the harvesting of 1-billion board 
feet of private timber, redwood 
and Douglas fir, by 22 companies 
in the redwood region last year. 

The actual expense of these com- 
panies last year was $239,210. This 
included $30,147 for fire preven- 
tion education, $71,563 for fire 
patrol, $46,958 for fire hazard re- 





PLEASE RUSH TO ME, WITH- 
OUT OBLIGATION, THE NEW 
FOLDER “SPACE AND COST 
SAVINGS” 


duction, $70,220 for fire road cost, 
and $20,322 for fire suppression. 


SEND FOR 
YOURS TODAY 








FHA Mortgage Insurance 
Reaches All-Time High 


NAME 





ADDRESS 





June applications for the insur- 
ance of mortgages on one- to four- 
family dwellings covered a total 
of 90,600 dwelling units, another 
all-time record established by the 
Federal Housing Administration, 
according to FHA Commissioner 
Norman P. Mason. 


CITY 
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More, MORE FREE, Free 
HELPFUL BOOKLETS! 


(Save time and postage by requesting all the items 
you want on this handy postage-paid reply card.) 


(Continued from BOOKLETS FREE page) 
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and price lists provide 


ples, complete 

wood nh se he ine ea comes in a choice 
of five colors. Southw Corp., 

Fort Worth, Tex. 


60, MOESTOS-CEMENE Poe Several brochures 
olders show Century roofing chingice, Apes 
hoard, Linabestos and Sheetflextes 

terior and exterior use, and 
pores sheet. Keashey and Mattison Co., 

a. 


101-D. WEATHERSTRIP SASH 
Sells the Home Buyer” 
uses of —— Dura-seal 

sash balance in double-hung wood 

let gives Dura-seal’s adv 

Dept. SBS, 8090 South 


102-D, ALUMINUM SLIDING 
orators Touch” is a four-page 
tions and installation drawings 
sliding glace doors. Daryl Products 
N. E. 4th Avenue, Miami, Fla. 


104-D. INSULATING ROOF DECK, 

“New Dimensions in Ceiling Design,” 

roof deck designs, coat comparisons, beam 

tion detail, and application =. Insulite Division of 
nmesota and Ontario Pa Dept. SBS, 500 
Building, Minneapolis 2, Mine. 

105-D. FARM STEEL PRODUCTS, “F, 

Handbook” supplies 76 of data 

plans for the use of steel materials 

on farms. It also includes meat-eut 


mp tips. Tennessee Coal & 
Steel rp. Dept. SBS, Fairfield, Ala. 
106-D. WOOD AND METAL SCREWS. 

SBS, Statesville, N. C., offers a useful 


Dept. 
structions for Selecting and Using Wood 
Metal Screws.” Be. 


108-D, STEEL FRAME BUILDINGS, Eight-page 

shows standard sizes, details, accessories, and varied uses of 
Dixistee!l rigid-frame buildings. It also 

angular or bow-siring truss roof 

a Warehouse Division, P. O. Box 1714, 

, 


202-D. VITRIFIED CLAY PRODUCTS. Brochure 
Dickey’s new PVC coupling. Booklets are also 


lf Mailed 
in the 
United States 
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Perma-Lime and fi drain wall cop- 
rage Say a ey wee ee oe ae Oe 
Dept. SBS, P. 0. Box 2028, ate 


203-D. WOOD WINDOW UNITS. 

list full specifications, and and Muatrate Dierks ‘ye me 
movable window units, stack awning, and na, ‘slo 
ble-hung window units. Dierks Forests, Inc., Dept. § 810 
Whittington Avenue, Hot Springs, Ar 


204-D. NEWSPAPER ADVERTISING. A 16- Sting the oe 
Newspa 
eo ag A ots, Mae = a 


Ca Dent. SBS, 138 ns 





206-D. STAPLING PRODUCTS. Arrow’s catalog No. 13 
introduces new stapling machines, gun tackers, pliers and 
staples. Display details and list are included, Arrow 
ny” beg ~ Fy .» One Junius Street, Brooklyn 
pong BONDED ASPHALT ———. New wegen cov- 
ers Fry Bonded asphalt roofings for types 

felts. Lloyd A. Fry Roofing Co., Uo. Concent Salen, Dore’ SBS. 
5818 Archer Road, Summit (Argo P. 0.), Ill. : 
209-D. ALUMINUM SIDING. A 4 yr = folder covers 
Tripl-Tite painted siding. t emery mal gen 
ers on this building material in 

shows new and remodeled homes sided with Teiph'Tie cle 
minum. National Metal Products Co., Dept. SBS, 2 Gateway 
Center, Pittsburgh 22, Pa. 


210-D. INTERLOCKING a enenee, A 
pre Shag ep mgt on agemen somemr gt Re eee 
Dept. SBS, 500 Fifth Avenue, New York 36, N. Y. 

212-D. WESTERN LUMBER SOURCES. A 40-page booklet 
gives mill 

=p t 

men’s Assn., Dept. SBS, 1410 S. W. 

land 5, Ore. 
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213-D, STOCK ee 
tweed window yey and 2. or Car 


Bureau, Dept. SBS, 


214-D. CEILING TILE. A wre booklet features Celo- 
tex’s Hush-Tone and 


tile in three “idea” 
rooms. It also other materials. 
Corp., Dept. SBS, 120 S. LaSalle Street, Chi- 
cago 3, Ill. 


ee SOTA HORIZONTAL WINDOWS. A four- 
iS week alee cok. @ cates aetan oon 
wood window unit. It emphasizes its Ss a econ- 


Sarock Ca Posen Don. 568 Red lea, 


etn on pe ag melprr B ed crport frecve rmbt 
> to 
—_ of — > 
available on 
SeaView Industries, a. SBS, 40 window awnings end Ww. Batis rer Sth Street, 
Miami, Fla. 


218-D. CEDAR-SHAKE PACKAGE. Literature describes a 
consumer of Glamac shakes, 
and “Jiffy Corners.” It shows how 
corners make a t fit on outside walls. Shakertown 
Dept. SBS, 20310 Kinsman Road, Cleveland 22, Ohio. 


101-C. peywoee PRODUCTS. The Weldwood 
File No. 19-F) contains 


are 


wood line. 
por Ag sum nited States 
44th Street, N. Y. 36, N. 


102-C. FIBER ROOF COATING. “The 
Wor ta ee ne and Renew Roofs” is a f 


of asphalt-ashestos roof fF 
ee 


106-C. WINDOW SASH — 


uf 

14, 
109-C. WOOD SHUTTERS AND DOORS. The uses 
benefits of the new Wing-Line Shutterfold doors are 
i cea Senet, Ces OS a ee ee 
sizes benefits of Fit ’n’ Finish shutters with movable 
louvers. Sam A. Wing Co., Inc., Dept. SBS, 5035 Willits 
Avenue, Dallas 6, Tex. 


201-C, WOOD PANELING. ir ae & a folder 
illustrate and Guanes 8 


ee oe oe 
Goare, locas doom, weaken soresmy, Eaunen inets. Ideal 
Co., Dept. SBS, Box 889, Waco, Tex. 


204-C. ALUMINUM WINDOWS. edi gg rs ponehiet gives 
complete specifications and shows installation details 

sing oe Se fee Sean aoe Se 
ing, and horizental aluminum windows. Century Alu- 
num Corp., Dept. SBS, Scottsburg, Ind. 


205-C. KILN-DRIED LUMBER. Weyerhaeuser folder ex- 

inine the advantages of them kiln-dried lumber 
basic wood Weyerhaeuser Sales Co., 

SBS, First National Bank Building, Saint Paul 1, Minn. 

206-C. ALUMINUM SCREENS. Catalog sheets and 

lists on the full line of aluminum ecreens are available from 

Seige Cie gad gaye 


oe fine Pongo and advantages of Ti mo ee 
truss 

lates and trusses. Templin rig — SBS, 

uilding 6, Airbase, Vou Beach, Fla. 

208-C. ALUMINUM DOORS AND WINDOWS. Sy 
cecal ag eekon, the ets 

horizontal pra an ny age catalog 

Thy Ry 
Fulton Avenue, North H Hollpweed? bo : 


aaa a ok cian teen one J omg Ag cata- 
apartments, a new 

% technical data for flue-fed, floor-fed 
log. Complete an as On 


a ea abricated steel 
Dept. SBS, 13905 Miles Avenue, Cleveland 5, Ohio. 





OUTSTANDING in every way... 























new, sales making ag} 


Now you can brighten your profit picture with beautiful 
BOWINDOWS, noted for their elegance, quality and economy in 
both purchase price and maintenance cost. Architecturally correct 
BOWINDOWS provide the much desired narrow line appearance 
and choice of wide modern lights or smaller colonial ones. Positive 
ventilation is assured by the two awning type sash, operated by 
push bars, in each end section. Venting sash are completely 
weatherstripped. Get all the facts and you'll agree — BOWIN- 
DOWS belong in your line! 


BOWINDOWS are one of 

the newest additions to our 

/ qh w f ti wide selection of quality 

window units. Write for 

complete information to- 
day. 





Rocky Mount, Virginia 


MANUFACTURERS OF MILLWORK e@ DISTRIBUTORS OF BUILDERS SUPPLIES 
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PRODUCT PARADE 





TILT-IN PANEL WINDOW 


A tilt combination window, with 
panel inserts that tilt in for easier 
cleaning, is introduced by the Wepco 
Division of the Weather-Proof Co., 
Dept. SBS, Litchfield, Il. 


The Wepco Versa-Tilt features a 
three-track self-storing design to 
eliminate necessity of removing or 
storing inserts. 

An extra-rugged aluminum frame, 
rigid screen section, and complete 
vinyl weather-stripping with no 
metal-to-metal contact reportedly 
make the window rattle-proof and 
give maximum storm window pro- 
tection. 

Inserts are easily operated by 
trouble-free push-button latches and 
lock in position. Versa-Tilt comes 
completely assembled with pre- 
punched installation holes. 

Write P307 on reply card, page 66. 


TWO-TONE LOCK SETS 


Two-color combinations in residen- 
tial locks are offered by Dexter In- 
dustries, Inc., Dexter Lock Division, 
Dept. SBS, Grand Rapids, Mich. 
The Dexlock line is produced in 
color combinations of brass and 
black or bronze and chrome finishes, 
with contrasting knob face inserts. 
The tulip-shaped knobs of the 
Dexlock line are available with con- 


trasting face inserts in key-in-knob, 
privacy and passage sets. In each 
instance, the rose matches the in- 
sert and contrasts with the knob. 

The Tu-Tone sets offer all stand- 
ard Dexlock features, including 
factory pre-assembled tie screws, 
cylinder removal for re-keying, and 
true self-aligning latch. 

Write P308 on reply card, page 66. 


INTERIOR SHUTTERS 


A line of movable interior shutters 
called “Wing-Crest” is introduced 
by the Sam A. Wing Co., Inc., Dept. 
SBS, P. O. Box 4745, Dallas, Tex. 
The shutters are marketed as un- 
finished stock panels in 36 sizes. 
Panel widths range from 7” to 12”, 


with heights ranging from 17” to 37” 
in each width. 

Made from select white fir, the 
panels are finished 4” full in width 
and height, sanded smooth and 
ready for stain or paint. Louvers are 
dual-plane, without grooves or 
crevices. 

Write P309 on reply card, page 66. 


WINDOW AWNING KIT 


A new addition to its present line 
of KD Awning Kits is offered by 
the Barclite Corporation of America, 
Dept. SBS, 385 Gerard Avenue, New 
York 51, N. Y. 

The Barclite Canopy Kit contains 
all necessary hardware, aluminum 


framing, Barclite translucent fiber- 
glass reinforced panel — all precut 
to save time — and easy-to-follow 
installation instructions. 

Canopy size is 41%” wide x 47” 
long. It projects 38” with a 12” drop. 
The panel, step-down style with 
Crinkle Armortex finish, is available 
in green, yellow, white, sandstone 
and blue. 

Write P310 on reply card, page 66. 


HIGH-DENSITY PLYWOOD 


The Harbor Plywood Corp., Dept. 
SBS, Aberdeen, Wash., has devel- 
oped a high-density face for its line 
of Harborite overlaid fir plywood. 

Harborite-HD’s overlay is a fiber 
sheet, approximately 0.010” thick. 
Impregnated with a phenolic resin 
in excess of 40% of the total weight 
of the laminate, it is permanently 
bonded to the base by heat and 
pressure. 

The high-resin-content face is 
particularly smooth and abrasion 
resistant. The high resin content of 
the overlay provides a low rate of 
moisture absorption and makes an 
efficient vapor barrier. 

Write P311 on reply card, page 66. 


TEMPERED HARDBOARD 


An exterior panel especially design- 
ed to modernize old buildings like 
the one below has been developed 
by the Masonite Corp., Dept. SBS, 


har 
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Everyone benefits from the “hidden values” 
in PALCO Redwood Siding 


To the architect, builder and dealer whose year, The Pacific Lumber Company has 
futures depend on satisfied customers — to constantly improved methods to maintain 
the owner and lender who have a right to economy of production along with recog- 
demand low maintenance and protected nized highest uniformity of grade. With 
investments, Palco Architectural Quality Palco, you can be sure of the scientific kiln 
Redwood Siding has permanent “hidden drying, cutting, grading and shipping nec- 
values.” Corners stay tight. Boards stay flat. essary to bring out the values in which 
Nailing stays put. Paint lasts longer, and Redwood can excel — dimensional stability, 
unpainted natural beauty outlasts a life- freedom from swelling and shrinkage, paint 
time without a moment’s attention. holding ability, resistance to weather, in- 

Yet there’s no extra premium cost for sects and decay. For these permanent “hid- 
these “hidden values.” Now in its 90th den values’’— specify Palco Redwood Siding. 


S pooiy the bub in. Qudwood [DAN Ls G3 OD, 


THE PACIFIC LUMBER COMPANY 


Since 1869 + Mills at Scotia, California 
100 BUSH ST., SAN FRANCISCO 4 © 35 E. WACKER DRIVE, CHICAGO 1 © 2185 HUNTINGTON DRIVE, SAN MARINO 9, CALIF, 


MEMBER oF SCARE? CO Rw tA REDBW OOD A O CC ty! ae 
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P. O. Box 777, Chicago 90, Ill. 
Masonite Farm Board comes in 
lengths to 16 feet. The tough weath- 
er-resistant tempered hardboard pan- 
els are nailed into place right over 
the old boards, providing quick and 
easy modernization at a low cost. 
The farmer in the preceding photo 
has added strips at the joints. 
Write P312 on reply card, page 66. 


FASTENER-DRILL UNIT 


A multi-purpose tool which can be 


used for both hammer-in fastening 
work and for manual drilling, is 
introduced by the Ramset Fastening 
System, Dept. SBS, 12117 Berea 
Road, Cleveland 11, Ohio. 

The R-360 combines a masonry 
drill holder with the regular Shure- 
Set hammer-in tool. After removing 
the masonry drill, the same tool can 
be used for driving fasteners direct- 
ly into hard materials such as con- 
crete, cinder block, mortar, or thin 
steel. 

The R-360 sets studs as well as 
non-threaded fasteners. 

Write P313 on reply card, page 66. 





Many products for many customers 


when you sell the complete Dickey line 


Your customers are plumbers, contractors, home-owners 
or rural folks—and you have related products to sell 
each of them when you stock the complete Dickey Line. 
Small diameter Perma-Line* Clay Pipe and Fittings for 
plumbers... wall coping and clay flue lining for con- 
tractors ... vitrified drain tile and split or gutter pipe 
for home-owners. For rural folks, there's sewer pipe, 
septic tanks, drain tile and well curbing among Dickey’s 
related items. No matter who the customer is—or what 
he does—the Dickey Line has products to fill his needs. 


*Registered trade mark 


Providing improved sanitation for better living 


sanitary 
ICKEY #3: 
clay pipe 


W. 8S. DICKEY CLAY MFG. CO. 


Birmingham, Ala. 
St. Louis, Mo, 


Chattanooga, Tenn, Kansas City, Mo, Meridian, Miss, 
San Antonio, Tex. Texarkana, Tex,-Ark. 


If it's made of clay it's good...if it's made by Dickey it's better 


For more details on above items, use Coupon on Page 66 


—— 


Another good reason why it pays to be a Dealer 





FAST-CUTTING SAW 


The Supreme Handy Angle saw, in- 
troduced by Price & Rutzeback, 
Dept. SBS, P. O. Box 30, Hayward, 
Calif., is claimed to have continuous 
high-speed cutting without over- 
heating in materials ranging from 
soft woods to stainless steel. 

Weighing 1 Ib., 9 oz., the Supreme 
can be operated on any model \” 
electric drill, air drill, or flexible 
shaft turning in the 1,800-to-3,500 
rpm range. Saw blades are reversi- 
ble for right-or left-hand cuts. 

Supreme Handy Angle comes 
packaged with 16 assorted blades, 
flat shoe attachment, lubrication and 
Allen wrench. 

Write P314 on reply card, page 66. 


BORING BIT ADAPTER 


A new adapter for Kwikset boring 
bits is announced by Kwikset Locks, 
Inc., Dept. SBS, 516 E. Santa Ana 
Street, Anaheim, Calif. 

Kwikset adapter No. 135 is used 
to adapt half-inch power bit shanks 
for use with a hand brace. This is 
easily accomplished by the simple 
insertion of the bit into the adapter 
opening. The screws are then tight- 
ened with an Allen wrench, pack- 
aged with each adapter. 

Write P315 on reply card, page 66. 


SASH LOCK AND LIFT 


No. 4 Cam-Tite is a new sash lock 
offered by the H. B. Ives Co., Dept. 
SBS, New Haven 8, Conn. 


The lock has a positive direct pull. 
It locks the sash securely without 
side thrust. Modern in styling, it 
comes in wrought brass and steel in 
standard finishes. 

As a companion to the No. 4 
Cam-Tite, Ives offers the No. 29 sash 
lift. The 3%” wide lift has a slight 
incline which permits a sure, com- 
fortable grip. 

A counter demonstrator displays 
both the sash lock and sash lift. 

Write P316 on reply card, page 66. 
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The original weather-tight efficiency of MetaLane ® 
Weatherstrip lasts as long as the windows and doors 


The aluminum alloys used to make 
MetaLane cost more because they 
must meet Monarch’s extremely 
critical specifications. For example, 
ile strength must be 35,000 to 
39,000 p.s.i.—nearly twice the usual 
20,000 to 24,000 p.s.i. of other 
aluminum weatherstrip materials. 
In addition to this basic superior- 
ity, Monarch supplements the ano- 
dizing process with additional 
i operations which include 
the surface with anti-fric- 

tion lubricant. 
Because of this costly production 





method, MetaLane® Weatherstrip 
has never been excelled for its re- 
sistance to corrosion, pitting, stain- 
ing, wear and friction. It will pro- 
vide, for the life of the doors and 
windows on which it is installed, 
the same efficient protection against 
cold, dirt and dampness as when 
originally installed. 

Monarch MetaLane Weatherstrip 
should be on all the window and 
door units you sell. It adds nothing 
to the cost but gives the home 
owner value far beyond any other 
weatherstrip available. 


Monarch is the Originator of anodized aluminum weatherstrip 
MONARCH METAL WEATHERSTRIP CORP. © 6343 ETZEL AVE. ¢ ST. LOUIS 14, MO. @ 
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hinge. The removable chrome grill 


BUILT-IN BARBECUE GRILL 
is surrounded by a stainless steel 


A low-priced built-in barbecue grill top. 
has been specially designed for in- The 46-pound MCG unit is 29%” 
stallation in brick or other masonry wide, 11%” high, and 19” deep. 
construction. It has been added to Write P317 on reply card, page 66. 
the Char-Grill line of the Majestic 
Co., Inc., Dept. SBS, Huntington, 
Ind. 

The Masonry Char-Grill (model 
MCG) is constructed of heavy-gauge 
steel with an angle iron frame. A 
heavy-gauge boiler-plate steel re- 
movable fire pan can be raised and 
lowered by means of a ball-bearing 
handle. A handy front access door 
swings on a continuous piano-type 


FLUSH-FRONT LETTER BOX 


A modern-design flush-front letter 
box — for use in dormitories, apart- 
ment houses, hospitals, and motels 
— has been introduced by Corbin 
Wood Products, Dept. SBS, New 
Britain, Conn. 








The Imperial letter boxes, cus- 
RST ; . J 
HOMASBSOTE 2! tom-made for the dimensions of each 
Ese installation, are made of cast bronze 
PANEL finished in satin chrome. Flush 


hinges give smooth, uncluttered ap- 
td 


ANOTHER 


pearance. Boxes are available in 
small and medium sizes. 
Write P318 on reply card, page 66. 














ALUMINUM LOUVERS 


























Aluminum louvers, interchangeable 
with glass louvers for its Valco Alu- 
minum Jalousie Window, have been 
introduced by. the Southern Sash 
Sales & Supply Co., Inc., Dept. SBS, 
Sheffield, Ala. 


NOTE PANL-TILE CEILINGS 


GROOVED VERTICAL SIDING 


6 “boards” at a time 
32 sq. ft. sided with only 50 nails 


5/8" THICKNESS OFFERS DEEPER GROOVES— 


DEEP-GROOVING GIVES THAT “NATURAL” LOOK 
WITH INVISIBLE JOINTS 


Homasote Grooved Vertical Siding is the quality 
exterior finish that any home can afford. GVS gives 











EASI-BILD* PATTERNS offer 
the dealer big profit possi- 
bilities from a minimum in- 


the rich effect of 8”-wide vertical planking, yet the 
4’-wide panels save costs in both time and materials. 


This time-proved material has continuous vertical 
grooves every 8” and invisible joints—because of 
the exclusive 3-stage groove-lapping. No other 
wood-fiber board has the strength of Homasote to 
take such a deep, attractive groove. Homasote is 
famous not only for strength, but for insulating 
values that make homes cooler in Summer, warmer 
in Winter. 

In this buyer’s market, prospective home-owners 
want value for their money—in durability and 
weather-protection as well as appearance. 
Find out how Homasote GVS—and other | 
Homasote Products and methods—give |S=s= 
lasting value. Use the coupon today. jiu] 








vestment. Each pattern you 
sell contains complete bill 
of materials—which you also 
sell. The average selling 
price of a pattern is 77¢ and 
sells for you $140.35 of ma- 

Trials you already stock. 
Sell only 3 patterns a day 
for 300 days—you have new 
profits of $31,824 a year. Get 
the full details from your 
Jobber or Homasote Repre- 
sentative. 


*T.M. Reg. Easi-Bild Pattern Company 








pees ee 

















Ualco Aluminum Jalousie Louvers 
fit into standard jalousie louver clips 
and give full-range, easily adjustable 
ventilation without admitting hot 
sunlight. A jalousie window may 
combine glass and aluminum louvers 
in its different sections. 

The extruded aluminum louver has 
two integrally-extruded strengthen- 


Send the literature and/or specification data checked: 


2 Grooved Vertical Siding ( Panl-Tile (on 4’ x 8’ panels) 
C) Easi-Bild Patterns 0 Beveled (clapboard) Siding 
© Underlayments © Homasote Handbook 


HOMASCOT: 


ing legs which make it exceptionally 
COMPANY rigid. It comes with or without dec- 
orative fluting, and with mill, satin, 
oun or anodized finish. It readily re- 
T hares: ceives paint and baked-ename! coat- 
Station K + Montreal, P 

P.@.—P. 0. Box 20, Station N ings. 

Write P319 on reply card, page 66. 
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NOW NOYO REDWOOD SIDING 
WOODLIFE TREATED 


a penetrating water-repellent wood preservative 


To meet market demands NOYO Redwood 
siding is now available treated with 
Woodlife water repellent. You can order 
NOYO A Grade or Clear Heart, treated 

or untreated. This announcement is made 
with utmost confidence based on exhaustive 


a tests by our own technical department, 


hE California Redwood Association and 


nationally recognized laboratories. While 
mill treatment with Woodlife eliminates 
the necessity for burdensome backpriming 
on the job, it is not intended to eliminate 
face paint priming; although reducing 

the paint required. 


Adds dimensional Eliminates risk of 
stability. water straining — 
Provides better paint reduces penetration 
durability — of moisture. 
Protects against Increases resistance 
paint failures. to mildew. 
E. 4 Saves as much as Woodlife is a 
PROSPECTS ‘ 20% on paint — proven product, 
popinsive tes Easier to apply nationally known. 
praenmnes teed 2 paint, too. 
tional advertis- Improves natural 
me ; weathering. 














TREE FARMERS 
AND MANUFACTURER 


TO maid ae eka FORT BRAGG, CALIFORNIA 


San Francisco Los Angeles 
Park Ridge, Ill. New York 


Member 
9 ky 
Redwood 
Association 
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DECORATIVE WALL PLANK 


A new line of ceiling panels and 
wall plank has a built-in textured 
appearance that harmonizes with 
all types of room furnishings. Called 
Decrobord, it is available from 
Johns-Manville, Dept. SBS, Box 111, 
New York 16, N. Y. Available in 
a variety of colors, easy-to-install 
Decrobord is ideal for home remod- 
eling or building. 

Both panels and plank are made 
of clean pine fibers, treated with 
a factory-applied, flame-resistant 
surface. The J-M “Lightning Joint” 
reportedly hides all nails or staples 
and speeds application. Ceiling pan- 
els come in tile-like squares 12”x12” 
and %” thick. Wall plank comes 12” 
wide by 8’ long and %” thick. 

Write P320 on reply card, page 66. 


GALVANIZED STRIP 


A versatile galvanized strip steel 
product is said to provide superior 
weatherproofing, greater structural 
rigidity, and excellent corrosion re- 
sistance at low cost. Called Cecoroll, 
it is available from the Ceco Steel 
Products Corp., Dept. SBS, 5601 West 
26th Street, Chicago, II. 

The galvanized strip is corrugated 
and features a crimped 1%” lap 
flange on each side. One of these 
flanges is lined with a mastic mate- 
rial to provide a seal in final appli- 
cation. 

The steel material comes in 31’ 
rolls, 30” or 15” wide. Cecoroll is 
being used as roofing and siding, 
and residential fences, and for ceil- 
ings, tank and storage building 
liners. 

Write P321 on reply card, page 66. 


GAS REFRIGERATORS 


A line of four gas refrigerators is 
now available from the Whirlpool 
Corp., Dept. SBS, St. Joseph, Mich. 

A two-door, 11 cubic foot model 
with an automatic ice maker, a 
separate 70-pound freezer and auto- 
matic defrosting is the Imperial 
EGM-1IT. 

The Supreme EGM-10 and the 
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Supreme EGS-10 are single-door 
models which will provide 10 cubic 
feet of food storage capacity, and 
a 49-pound separate food freezer. 
Both models — like the Supreme — 
include sliding shelves, crisper draw- 
ers, tilt-out compartments, full 
width door shelves, adjustable cold 
control and porcelain enamel inter- 
iors. 

Custom model EGC-9 provides 
nine cubic feet of storage space, 
including a 32-pound freezer. 

The “Ice Magic” of the Imperial 
EGM-11T makes semi-circular disks 
of ice automatically, deposits them 
in a handy storage bin; then fills 
itself with water and freezes a new 
supply. 

Write P322 on reply card, page 66. 


SMALL BLIND FASTENER 


A small blind fastener, designed to 
hold fixtures securely in hollow con- 
struction with narrow expansion 
areas, has been developed by the 
Molly Corp., Dept. SBS, Reading, 
Pa. 


Workable in space as small as 
%”, Jack Nuts can be used in hol- 
low-core flush doors, plywood or 
wallboard over narrow  furring 
strips, or wherever larger anchors 
will not work and wood or sheet 
metal screws will not hold. 

Jack Nuts are self-adjusting to 
grip any kind of material. Available 
in two lengths — short for thick- 
nesses from 0” to 3/16” and long 
for 0” to %” — they are said to be 
easy to install with any standard 
6-32, 10-24, or %”-20 screw. 

Write P323 on reply card, page 66. 


AWNING WINDOWS 


Two economy-priced aluminum awn- 
ing windows are offered by the Stan- 
ley Building Specialties Co., Dept. 
— P. O. Box 1684, North Miami, 

a. 

Model 44 features a pre-punched 
integral nailing fin and stucco stop. 
Modei 43 is designed for buck-type 
installations, 

Both models have heavy-duty 


rotor operator and torque bar, vir- 
gin vinyl weatherstripping, and ac- 
cessible hidden adjustment and 
vents that can be removed easily. 
Both sides of all vents can be clean- 
ed from the outside. The screen 
slips in and out of integral retainer 
tracks at head and sill. Both models 
are glazed with snap-in aluminum 
bead. 

Write P324 on reply card, page 66. 


PINCHLESS CHAIN SAW 


The Remington GLP 14 is a new 
pinchless chain saw designed for 
“power-plunge” bucking, limbing, 
and cutting on the ground. It is in- 
troduced by the Mall Tool Co., Dept. 
SBS, Division of Remington Arms 
Co., Inc., Bridgeport, Conn. 

Diaphragm carburetor design en- 
ables speed and power delivered to 
the chain to remain constant over 
a wide load range. The 14-inch bar 
has a tapered inside edge, which 
is said to completely eliminate pinch- 
ing. 

The 5-HP saw is reportedly ideal 
for pulpwood, woodlot, or clearance 
work. 

Write P325 on reply card, page 66. 


HEATER-DEODORIZER 


A heater-deodorizer unit has been 
introduced by the Berns Air King 
Corp., Dept. SBS, 3050 N. Rockwell 
Street, Chicago 18, Ill. Separate 
switch controls operate the unit 
either as a heater or deodorizer, or 
both simultaneously. 

A scientifically developed Odor- 
Out lamp in the Berns Air King 
model reportedly clears the air of 
odors and destroys harmful germs 
and bacteria. The automatic ther- 
mostat maintains a constant, com- 
fortable temperature-level. 


The unit also features a fan-forced 
instant-heating ribbon element, ex- 
clusive pressure blower blade, and 
“igloo” housing which stays cool to 
the touch no matter how long the 
heater is in operation. 

The portable heater-deodorizer is 
available in two models: FH60 rated 
at 1650 watts and FH62, at 1320 
watts. 

Write P326 on reply card, page 66. 
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MASONITE oe 


Makes the News 


Big ads in national maga- Selli ter di Sor hamid 

zines carry the heavy-duty 1,” pec ‘beard, i dieplays, dispenses 

Peg-Board story. and gives informative literature about 
these heavy-duty panels and fixtures. 


Self-demonstration...the best way to sell 


Heavy duty b 
MASONITE ’PEG-BOARD 


Lét them convince themselves. 
Let them discover how much more weight 
heavy-duty 4” Peg-Board panels will carry. p>. Holds as much as you can lift! 
Point out how much better these extra- 
strong, extra-rigid panels will work for stor- MASONITE HEAVY DUTY PEG BOARD 
age in garage, basement and workshop. Sug- : 
gest Peg-Board for sliding cabinet doors... 
for handsome, functional room dividers, val- 
ances and other decorative jobs around the 
house. Sell it for commercial, display and 
institutional applications as well. 
Trade up to Masonite® Heavy-Duty Peg- 
Board®. It offers extra value to your cus- 
tomers...twice the profit to you. Masonite 
Corporation, Dept. SBS-8, Box 777, Chicago 90, 


Illinois. 


Cash in on MASONITE’S heavy 
promotion of heavy-duty Peg-Board 


Tie in with your own displays, posters, ads, 
literature, etc. And don’t forget: stock up on 
these panels and order your heavy-duty Peg- 
Board fixture and panel display-dispenser. 
Get in touch now with your Peg-Board whole- 
saler or ask your Masonite representative. 


Large, colorful poster re- Plenty of promotional 
minds shoppers about helps you can useto build 
heavy-duty Peg-Board traffic for your store. 
and where it can be used. 


@Masonite Co stion—manufacturer of quality panel products, 
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MODERN ESCUTCHEON 


A “jet-age” escutcheon called Flite 
has been developed by the Chal- 
lenger Lock Co., Dept. SBS, 4865 
Exposition Boulevard, Los Angeles 
16, Calif. 


~ 


Designed for both right- and 
left-hand doors, Flite is available 
in permanent luster sealed brass, 
bronze, or aluminum finish. 

The escutcheon is 9” x 5%” and 
requires a 5” minimum backset lock. 
It may be used with all Challenger 
knob designs in the complete range 
of 900, 800, and 500 series of cylin- 
drical door locks. 

Write P327 on reply card, page 66. 


PACKAGED DOOR FRAME 


Har-Vey Hardware introduces a 
pocket-door frame that comes com- 
plete in one package. Called the 
Handi-Frame, it is available from 
the American Screen Products Co., 
Dept. SBS, 61 East North Avenue, 
Northlake, Il. 

The Handi-Frame is designed to 
provide fast, one-man installation in 
all size doors from two to three feet 
wide and 6'6” to 68” high. Rigid 
steel and brackets are attached to 
kiln-dried telescoping header and 
aluminum track assembly. 

Steel split jambs and studs, nail- 
ing strips, floor brackets, nylon door 
guide, rubber bumper, flush door 
pulls, wrench, all necessary screws, 
and Har-Vey sliding door hardware 
with twin nylon wheels and lubricat- 
ed bronze bearings are all included 
in the Handi-Pak. 

Write P328 on reply card, page 66. 


GRIDDLE TOP UNIT 


Modern Maid is available now in a 
Super Thin drop-in gas griddle top 
unit from the Tennessee Stove 
Works, Dept. SBS, Chattanooga 1, 
Tenn. 

Model GT-36G-TE is 3” deep and 
requires no front cut-out for con- 
trols or vent. The complete unit is 
36” wide and contains a griddle of 
143” square. 
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The griddle has two giant burners 
and two standard burners. Fiber- 
glass insulation keeps drawers un- 
derneath the unit cool. 

A griddle cover converts the unit 
space into a work area. The unit 
is available in coppertone or brush- 
ed chrome finish. 

Write P329 on reply card, page 66. 


SUBMERSIBLE PUMP 


A submersible pump, reportedly 
meeting need of both shallow and 
deep wells — said to require simple 
installation — is offered by Rapiday- 
ton Division, the Tait Manufactur- 
ing Co., Dept. SBS, Dayton 1, Ohio. 

The Rapidayton Two-Wire Dolphin 
submersible pump is connected to 
a single discharge pipe of proper 
length and lowered into the well. 

Installation is said merely to re- 
quire connecting an attached cable 
to a simple overload box (which is 
furnished), wiring from box to 
switch, and connecting fittings to 
pressure tank. 

The pump operates completely 
submerged, unseen and unheard, 
where it cannot freeze. It is claimed 
never to need oiling or priming. 

The Dolphin, available in 11 dif- 
ferent models, is said to be capable 
of reaching to depths of 360 feet 
in 4” (or larger) wells. It is avail- 
able in pump-only models or as 
complete systems. 

Write P330 on reply card, page 66. 


TILTING CONCRETE MIXER 


Recent improvements on its 3% S 
Tilting Type Concrete Mixer have 
been announced by the Muller Ma- 
chinery Co., Inc., Dept. SBS, Me- 
tuchen, N. J. 


Its stronger and more rigid welded 
steel frame is said to materially 
reduce vibration under rugged use 
and constant operation. 

Pneumatic, larger automotive-type 
wheels with 5.00 x 15 tires and 
heavy-duty Timken bearings re- 
portedly will assure faster towing 
to and easier spotting on the job. 

A positive-locking device for the 
steel mixing drum securely locks 
the drum in any loading or dis- 
charge position. 

Write P331 on reply card, page 66. 


MASONRY ADHESIVE 


A builders adhesive for attaching 
wood members to all masonry sur- 
faces is offered by Wilhold Products 
Co., Division of Acorn Adhesives 
Co., Inc., Dept. SBS, 678 Clover 
Street, Los Angeles 31, Calif. 
Wilhold Builders Adhesive is said 
to give full strength without hole- 
drilling. No plugs are required, and 
there is reportedly no danger of 
cracking, chipping, or exposing re- 
inforcing steel. Easy and economical 
for attaching sign boards, shelving, 
trim and any woodwork to concrete. 
Write P332 on reply card, page 66. 


DECORATIVE CEILING TILE 


A decorative pattern called Beige 
Brocade is the latest addition to a 
line of designer tiles of the Celotex 
Corp., Dept. SBS, 120 South LaSalle 
Street, Chicago 3, Il, 


The new pattern is a beige-colored 
lace-like design on an embossed 


True-White surface. Designed for 
easy installation, the half-inch thick 
tiles have painted bevels, and are 
available in a 12x12-inch size which 
can be nailed or stapled to 1x3-inch 
furring strips. Nails and staples are 
completely concealed with Celotex’s 
special “E-Z” joint. 

Write P333 on reply card, page 66. 


WATER-REPELLENT SIDING 


A water-repellent mill treatment of 
its Noyo redwood siding has been 
developed by the Union Lumber 
Co., Dept. SBS, Fort Bragg, Calif. 
The treatment protects the siding 
from infiltrations of moisture during 
construction. 

The colorless repellent is said to 
add dimensional stability, increased 
resistance to mildew, and better 
finish durability to the treated 
siding. 

Being an acceptable natural finish 
for redwood siding, the repellent 
eliminates costly back priming on 
the job. It is said to decrease the 
amount of paint required. 

Write P334 on reply card, page 66. 
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PRONGED RUNNERS have been 
developed by Penn Metal Co., Inc., 
Dept. SBS, 40 Central Street, Bos- 
ton 9, Mass., for attaching channel 
studs and hollow-partition studs to 
floors and ceilings. Studs are snap- 
ped into the prongs, eliminating 
stud shoes and wire tying. The run- 
ners come in three sizes. 

Write P335 on reply card, page 66. 


CORNER BEAD combines the posi- 
tive plaster key of expanded metal 
with the rigidity of a solid metal 
strip running along the edge of each 
wing. It is offered by the Inland 
Steel Products Co., Dept. SBS, P. O. 
Box 393, Milwaukee 1, Wis. Rigid- 
Ex has wings measuring 1%” wide, 
which are formed so that the bead 
will hug corners tightly. 

Write P336 on reply card, page 66. 


FASTENING TOOL, powder-actu- 
ated, is introduced by the Ramset 
Fastening System, Olin Mathieson 
Chemical Corp., Dept. SBS, 460 
Park Avenue, New York 22, N. Y. 
Flite-Chek is controlled by a new 
assembly whose tapered interceptor 
jaws prevent the passage of an 
overpowered fastener or one that 
encounters a soft or thin spot in 
the work surface. 

Write P337 on reply card, page 66. 


SAFETY ELECTRICAL PLUG has 
a key-operated nylon safety bar 
which, in its projecting, locked posi- 
tion, bars the entrance of the plug 
into an electrical outlet. The safety 
bar is retracted by turning the key 
to the unlocked position. The Yale 
& Towne Manufacturing Co., Dept. 
SBS, Chrysler Building, New York 
3 Ae ie 8 

Write P338 on reply card, page 66. 


TIMBER CONNECTORS are offered 
by the Simpson Co., Dept. SBS, 
1060 East 11th Street, Oakland 6, 
Calif. The Strong-Tie line features 
a framing anchor that can be used 
for rights or lefts. It offers six com- 
binations for all two- and three-way 
ties. Bending slots allow instant and 
accurate bends on-the-job. Strong- 
Tie accessories include joist hangers 
and support angles. 

Write P339 on reply card, page 65. 


FOLDING DOOR HARDWARE that 
eliminates all floor obstructions is 
offered by Arthur Cox & Sons, Inc., 
Dept. SBS, 70 North Sycamore, Pasa- 
dena, Calif. Bottom pivot assembly 
of Glide-Master model G has self- 
contained threaded shaft with in- 
tegral nut exposed. Lock and butter- 
fly latch attach to the door rather 
than to the floor. 

Write P340 on reply card, page 66. 
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THEY’RE COOKING UP 
NEW BUSINESS FOR YOU! 


AMERICA’S FAST GROWING 
“COOK-OUT” BOOM 


OPENS UP A VAST NEW 
PROFIT FIELD FOR YOU 


Home magazines today are filled with 
features on America’s move to outdoors 
for summer cooking. With this move, the 
demand is growing for porch enclosures 
and enclosed outdoor barbecue and dining 
areas. With VULCO aluminum parts, you 
can fabricate any size, any style of en- 
closure and guarantee permanent, durable 
beauty. It will pay you to find out how 
VULCO can put you in the picture. Just 
mail the attached coupon and we will 
send full details. 


YOU CAN 
FABRICATE 
PORCH ENCLOSURES 
THAT ALLOW FOR PORCH DROP 
EXTRA DEEP 
KICK 
PLATE 
GROOVE 
PE-4 
PA-48 
Vuleo furnishes |" of 2" 


deep expander channels to 
allow for perch drop. 


1" square, extra rigid, roll- 
ed form .032 thick alumi- 
num tubing with kick plate 
groove. 


A Leader in the Industry since 1945. 
Member: Screen Manufacturers Association. 

National Combination Storm Window 

and Door Institute. 

National Association of Manufacturers. 


QUALITY GUARANTEED — MAIL COUPON TODAY 


METAL PRODUCTS, Inc. 


South 


Alo 


2801 6th Avenve 


Birminghom 


NEVER gout COMPETITOR 


280! 6th Avenue, South, Birmingham, Alabama 
Please send me complete information about 
VULCAN) Quality Products and VULCAN 
Service. No obligation. 

CHECK ITEMS OF PARTICULAR INTEREST TO You 


| ” | | } 
s REENS } DOORS WINDOWS ENCLOSURES | 

















Seales Offices: Atlanta, Ga.; Birmingham, Ale.; Soston, Mass.; Chicago, Ill.; Liberty, 
Mo.; Mounteinside, N. J.; New Smyrna Seach, Fla.; Tyler, Tex.; York, Pa. 


For more details on above items, use Coupon on Page 66 





HEAVY-DUTY HARDBOARD is 
produced from a special mat that 
is said to provide extra strength and 
toughness for hanging heavy home 
implements. The %” perforated 
hardboard is ideal for panels, doors, 
room partitions, and closet linings. 
It is smooth on both sides, and is 
available in a large variety of sizes. 
United States Gypsum Co., Dept. 
SBS, 300 West Adams, Chicago 4, 
TH. 

Write P341 on reply card, page 66. 


EPOXY DOOR COATING seals and 
prevents warping, cracking, and 
splitting of wooden doors. The wa- 
ter-repellent Doorcote is said to be 
impervious to grease, acids, and 
alkalies. It may be brushed or spray- 
ed over raw wood, old varnish, or 
painted surfaces. Carl H. Biggs Co., 
Dept. SBS, 2255 Barry Avenue, Los 
Angeles 64, Calif. 

Write P342 on reply card, page 66. 


COMPASS SAW features a Magic- 
Slot blade development which per- 
mits quick blade changes by me- 
chanically locking the blade into the 
handle. All three blades are of uni- 
form thickness and are available in 
plaster, wood and metal-cutting 
types. A square shank bolt and spe- 
cially designed handle allow cutting 
flush with a surface, as blade can 


be inserted with teeth facing up- 
ward. Dreier Brothers, Dept. SBS, 
7301 S. Woodlawn Avenue, Chicago 
19, Il. 

Write P343 on reply card, page 66. 


CUSTOM CUTTER has shearing 
rather than sawing action which is 
said to produce a smooth finish on 
miters, chamfers, rounds, undercuts, 
bevels, and square cuts. The Dosch 
custom cutter trims both hard and 
soft woods to any angle from 40° 
through 90°. Dosch Manufacturing 
Co., Dept. SBS, P. O. Box 262, 
Bridgeport, Conn. 

Write P344 on reply card, page 66. 


RADIO-TELEPHONE can be li- 
censed for communications use be- 
tween vehicles and fixed points, from 
one vehicle to another, or between 
two or more fixed points. The Kaar 
TR500 F. M. mobile radio-telephone 
is available as a complete single 
package unit, or as a system. It may 
be operated from a 12-volt battery 
or 117-volt AC house current, and 
it may be used interchangeably as 
a mobile unit or base station. Kaar 
Engineering Corp., Dept. SBS, 2995 
Middlefield Road, Palo Alto, Calif. 

Write P345 on reply card, page 66. 


ONE-HANDLE FAUCETS are of- 
fered by the Moen Faucet Co., Dept. 
142-SBS, 377 Woodland Avenue, 


Elyria, Ohio. The Moen 52 series 
faucets include standard, inter- 
changeable core assemblies; sealing 
system for no-drip, no-leak opera- 
tion; and a movable spout held 
rigidly in place by a snap-ring for 
easy assembling and dismantling. 
Write P346 on reply card, page 66. 


FIBER-GLASS BATHTUB — about 
1/10th the weight of a standard 
bathtub — has been introduced by 
Sani-Glas, Inc., Dept. SBS, Amster- 
dam, N. Y. The lightweight Sani- 
Glas tub comes in two sizes and all 
standard colors. It is said to with- 
stand the roughest treatment with- 
out damage to its finish or basic 
plastic structure. 

Write P347 on reply card, page 66. 


ROOT FEEDER with push-button 
control valve is used with any solu- 
ble plant food mixer to apply fer- 
tilizer, lime, or pesticides to trees, 
shrubs, roses, hedges, or lawns. The 
root-feeder has a %” steel shaft 33” 
long. Fertilizers can be applied up 
to 30” deep. A steel point is sweated 
into the shaft and machined sharp 
for easy insertion in hard earth. 
Six orifices are located above the 
point, forming a radial spray pat- 
tern. Fertileze Division, Tennessee 
Fabricating Co., Dept. SBS, 1490 
Grimes Street, Memphis, Tenn. 
Write P348 on reply card, page 66. 





Builders quickly see the merit of exterior doors 

that include Art Glass door lights. Art Glass enhances 

any entranceway ...adds sales appeal to the 

entire home. Available in 11 new simulated-lead 

designs, or imported Bavarian cast glass in either round 

or diamond pattern . .. gold or green tint, or clear. 

“Leaded” designs are ceramically-fired . . . duplicate 

the blue-grey color of the genuine article. The Art Glass 

£3 line covers a complete range of shapes and sizes. 

FRAMES if 

available in We" 

Tupelo Gum 
Beech 


Maple 
Oak 


Mahogany 


For more details on above items, use Coupon on Page 66 


For full details contact your jobber, or write: 


IA ¢ YWOOD, Inc. 


P.O. Box 706 Amarillo, Texas 
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STRICTLY 
WHOLESALE 





CHATTANOOGA, TENN.: New 
distributor for the A. M. Byers Co., 
Pittsburgh, Pa. producer of wrought 
iron, is the Jones-Sylar Supply Co., 
Inc. 


DALLAS, TEX.: New distributor 
for the Panelyte Division of the St. 
Regis Paper Co. is Buell & Company. 
The firm will distribute Panelyte 
fiber-glass panels within a 150-mile 
radius of Dallas. 


BIRMINGHAM, ALA.: The Bir- 
mingham Sash and Door Co. is now 
exclusive distributor in Alabama for 
the Miami Window Corp., manu- 
facturer of aluminum windows. 


MEMPHIS, TENN.: Central Wood- 
work, Inc., has been appointed 
wholesale distributor of Insulite 
products. The firm will serve dealers 
in western Tennessee, western Ken- 
tucky, eastern Arkansas, southern 
Missouri, northern Mississippi, and 
northwest Alabama, F. O. Schaefer 
is company president. 


ST. LOUIS, MO.: The Carr-Adams 
Manufacturing Co. has been ap- 
pointed wholesale distributor by the 
Armstrong Cork Co. for its line of 
building material products in the 
St. Louis area. 


OKLAHOMA CITY, OKLA.: The 
Lumbermen’s Supply Co. has been 
named distributor by the Mastic Tile 
Corp. of America in the Oklahoma 
City area. 


DALLAS, TEX.: The Briggs-Weav- 
er Machinery Co. has been named 
franchise representative in north 
Texas for Yale industrial lift trucks 
and tractor shovels. 


ATLANTA, GA.: New distribu- 
tor for the Vernois line of built-in 
range equipment of the Mt. Ver- 
non Furnace & Manufacturing Co. 
is the Atlanta division of Peaslee- 
Gaulbert Corp. The Vernois line 
is part of a new packaged kitchen 
department added to the firm’s 
building supply department. Man- 
aged by Glenn H. Walker, the 
department includes custom wood 
kitchens, with all equipment and 
accessories. With the kitchen units 
are offered a wide selection of floor- 
and wall-covering, tile and trim. 
The entire kitchen program has been 
established with exclusive county 
franchising of dealers. Each fran- 
chised dealer provides adequate 
display of a complete packaged 
kitchen. The distributor offers deal- 
er aid in planning, kitchen layout 
and design, in addition to promotion 
aids. 





Building Industry Acclaims New 
Strip Lamination By Bestwall 


Bestwall’s Exclusive Hummer System 
Adds Another Dramatic Development 


Since the introduction of the new Bestwall Hummer System of Strip 
lamination, builders all over the country have been praising this 
advanced technique. 

By using strips rather than a complete back layer of wallboard, the 
Hummer System gives the advantages of high quality laminated 
construction without the extra costs. 

Additional technical improvements of the system solve three basic 
problems of wallboard construction—nail popping, joint beading 
and delayed shrinkage. 

First, the reduction of the number of 
nails that go into framing, and the cover- 
ing of all fasteners with paper tape and 
cement practically eliminate nail popping, 
and help to reduce both shrinkage and 
joint beading. Next, the use of a glue 
] clamp with Phillips flat-head screws is an 

yi. 














additional safeguard against the expense 
and trouble caused by joint beading. 
Hummer System reduces eoct Finally, by eliminating high edges, by 
aang egg ae pe —. g P i the — — is completely 
sheets tor bouk teyes. dry, and by applying a final skin coat of 

joint cement, unsightly and costly shrink- 
age is prevented. 

The improved methods of the Bestwall 
Hummer System of Strip Lamination 
mean quality work with actual savings to 
every builder—in cost, material and time. 
For more information about laminated 
construction at reduced cost, write or 
call our nearest sales office or mail the 
coupon below. 











— ee eae aa Ge Gee oe ame ae og 


Bestwall Certain-teed Sales Corp. Dept. SBS 
120 E. Loncaster Ave., Ardmore, Pa. 

Please send me the free 8 page booklet ex- 
plaining the Hummer System of Strip Lamination. 
Nome 

Company 


Street 


Manufactured by Bestwall Gypsum Company—sold through 


BESTWALL CERTAIN-TEED SALES CORPORATION 


120 East Lancaster Avenue, Ardmore, Pa. 
EXPORT DEPARTMENT: 100 Eost 42nd St., New York 17, N.Y. 


DALLAS, TEXAS KSON, MISS RICHMOND, CALI 
DES MOINES, 1OWA NSA T ‘ See LAKE civ, UTAH 
DETROIT, MICH. NNEAPOLIS . SUM 

CLEVELAND, OHIO EAST ST. LOUIS, ILL. MINGT . TACOMA, WASH. 


SOUTHERN BUILDING SUPPLIES for AUGUST, 1958 For more details on above items, use Coupon on Page 66 





MANUFACTURER NEWS 





GREENSBORO, N. C.: Rosemary 
Designs recently moved into new 
quarters on Utility St. This iron 
fabricating plant makes outdoor 
living sets of iron legs and chair 
frames. 


MECHANICSBURG, PA.: Arthur 
G. Whyte Jr. has been elected vice- 
president in charge of sales for the 
Capitol Products Corp. A graduate 
of Dartmouth College, Whyte join- 
ed the company at the beginning 
of the year as general sales man- 
ager. Previously, he was director 
of specialty divisions for U. S. Ply- 
wood. 


NEW YORK, N. Y.: W. R. Wilkin- 
son, a senior vice-president of the 
Johns-Manville Corp., has been ap- 
pointed general manager of the com- 
pany’s building products division. 
He is a veteran of 33 years’ service 
with Johns-Manville, 25 years of 
which have been in sales and mer- 
chandising management. He is suc- 
ceeded as vice-president of sales by 
J. A. O’Brien, a 43-year J-M vet- 
eran who has been vice-president 





for the industrial products divisions 
since 1955. 


DETROIT, MICH.: E. A. Miller, 
vice-president of the building prod- 
ucts division of Fenestra, Inc., has 
been elected to that company’s 
board of directors. Miller joined 
Fenestra in 1943 as a research engi- 
neer. He replaces Henry T. Bodman 
as a director, who has resigned to 
assume duties as president of the 
National Bank of Detroit. 


EAST ST. LOUIS, ILL.: Leo L. 
Donian has been appointed office 
manager of the local sales office of 
the Bestwall Certain-teed Sales 
Corp. He succeeds Max Rotter, who 
has retired. Donian is a graduate 
of the University of Illinois. 


GRAND PRAIRIE, TEX.: Hal S. 
Ray has been named factory district 
manager for Chambers Built-Ins., 
Inc., in north Texas, Oklahoma, and 
Arkansas. He will handle the Cham- 
bers line of matched built-in appli- 
ances and console gas ranges. 





JACKSONVILLE, FLA.: The Rey- 
nolds Aluminum Supply Co, of 
Atlanta, Ga., has established a com- 
plete warehouse operation here. In 
addition to aluminum, galvanized 
and stainless steel, and copper in- 
dustrial metals, the new warehouse 
will carry aluminum and steel roof- 
ing, insulation products, rain carrying 
equipment, and Colorweld awning 
supplies. Leo Sheridan will manage 
the warehouse operations. 


PITTSBURGH, PA.: The Masonite 
Corp. has appointed Paul P. Kuncik 
as its dealer sales representative in 
Kentucky, Ohio, and West Virginia. 
Kuncik has been sales representa- 
tive for Masonite in the Pittsburgh 
area for the last 14 years. 


NEW YORK, N. Y.: Vernon Sears 
has been appointed manager of 
builder products marketing for the 
United States Plywood Corp. A 
graduate in architecture from Yale 
University, Sears previously was 
manager of new products develop- 
ment for the company. He joined 
U. S. Plywood in 1941. 














EVERY TYPE 


ALUMINUM NAILS 


Phifer Tempered Aluminum Nails set a new high in utility and satisfaction. Recommended 
for use wherever exposure to the weather is a problem, Phifer Aluminum Nails will never 
rust or stain. The chart above will indicate the great variety avaliable. Complete details as 
to size, type and price are shown on our Price List and Specification Sheet — a copy of 
which is yours for the asking. Phifer Aluminum Nails are also offered in pre-packaged, pre- 
priced 25c Retail Packages with attractive peg-board display. Write for information. 











e EVERY SIZE « 


Send Your Inquiry Direct to 


PHIFER WIRE PRODUCTS 


TUSCALOOSA, ALABAMA 
TELEPHONE PLAZA 2-5594 


WRITE OR CALL FOR SPECIFICATIONS AND DELIVERED PRICES 


EVERY PACKAGING 


Job Pack 
16 Packages to 
o Master Carton 


50 Pound 
Carton 








For more details on above items, use Coupon on Page 66 
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CHARLOTTE, N. C.: The Georgia- 
Pacific Corp. has started construction 
of its 20,000-square-foot office and 
warehouse here. The interior of the 
brick building will be finished with 
Georgia-Pacific plywood. Jack Caste- 
vens is manager of this Charlotte 
branch. 


CINCINNATI, OHIO: The Formica 
Corp. has appointed Thomas W. 
Morrison Jr. as sales representative 
in Jacksonville, Fla. James W. Wrape 
has been assigned to the Miami of- 
fice. Morrison is a business admin- 
istration graduate of the Citadel. 
Wrape earned a degree in textile 
engineering from North Carolina 
State College. 


LODI, OHIO: Paul Landefeld has 
been appointed as jobber and dealer 
sales representative for Versa Prod- 


ucts, manufacturer of wrought iron 
railing and columns. A graduate of 
Akron University, Landefeld pre- 
viously was associated with Fire- 
stone Tire and Rubber Co. 


FORT LAUDERDALE, FLA.: New 
headquarters for the Miami Shower 
Door Co. are at 1609 SW 2nd Avenue 
here. This manufacturing firm of 
bathroom enclosures recently held 
its formal opening. 


MIAMI, FLA.: Adams Engineering 
Co., has named Herbert N. Adams 
director of sales. Adams was former 
vice-president in charge of sales for 
the Kuehne Manufacturing Co. of 
Mattoon, III. 

ANDERSON, S. C.: Cole B. Sut- 
ton has been appointed works man- 
ager of the Poinsett Lumber and 
Manufacturing Co. plant here. He 





Wun Ductless Hood was 
introduced, general interest 
was immediate. “A revolu- 
tionary achievement if effec- 
tive”, was an occasional ‘too 
good to be true” response. 


Now, Ductless Hood has 
proved effective in actual use 
by thousands of delighted 
and satisfied owners! This 
delight is shared by dealers 
from Coast to Coast who 
have recognized a solid prod- 
uct with a ready-made de- 
mand. 


va © 


MAGICAL PERFORMANCE PROVES 
PROFIT MAGIC for Dealers! 


succeeds the late Carl Roll. A grad- 
uate of Clemson College, Sutton has 
been connected with the Anderson 
plant since its establishment in 1950 
as plant engineer, and since 1954 
as assistant works manager. 


MACON, GA.: New president of 
the Willingham Sash and Door Co. 
s C. Y. Alexander. Other officers 
recently elected include O. P. Wil- 
liamson, chairman of the board; 
Spain Willingham, secretary-treas- 
rer; and Charles A. Spitz, general 
manager. 


LITCHFIELD, ILL.: William E. 
Martin has been appointed assistant 
marketing manager of the Wepco 
Division of the Weather-Proof Co. 
Martin was formerly sales repre- 
sentative for Wepco with headquar- 
ters in Salt Lake City, Utah. 





Requires NO DUCTS, NO VENTS 
NO OUTSIDE LOUVRES 


The Hood that is completely efficient . . . removes 
GREASE, Opors, Smoke, Dust and POLLEN from 
air. Sensational Activated Charcoal and Grease 
Filters clean and motor-blower recirculates the 
kitchen air every ten minutes. 

Prevents cooking odors from spreading to other 
parts of home. Removal of grease and dust saves 
painting —cleaning costs. 


TOTAL COST LESS THAN AN ORDINARY HOOD 
Quickly and easily installed or removed with 
four screws (no cabinet needed). Seven sizes; 
also Peninsula models. Eight Decorator colors 
and finishes including Stainless Steel and Antique 
Copper. 

Write for informetion to: 
FRED STRAUB, Sales Manager 
THE DUCTLESS HOOD CO., INC. 
601 Plandome Road, Manhasset, N, Y. 
(A few territories stil! open for representatives and distributors) 


*BLACK MAGIC, that is—the magic of Activated Charcoal as an air puri- 
fier, This amazing black substance has an internal surface area of over 5 million 
square feet per pound, Its concentrated adsorbent power is the secret of 
gas mask effectiveness and many industrial purification achievements. It 
makes possible the almost limitiess submersion of an atomic submarine. 


NEW! DUCTLESS OVENMASTER —MAGICALLY REMOVES GREASE, SMOKE AND ODORS FROM BUILT-IN OVENS Write for informa 
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ELITE FABRICATORS + BELAIR ‘MARVI AND 
te ‘o— "of L. hi . 
Benuty AhRoveh He Aces 








Shipped and sold completely knocked 
down in 3” x 3” box. Available in 
3’-4’-5' lengths. Eight foot flat and 
corner columns with scroll also avail- 


patent pending 


Check these reasons you too, should 
be reaping profits. 
®@ Year ‘Round Sales 
@ High Mark-ups 
@ Free Sale Aids 
®@ No Inventory-Space Problem 
@ For ‘Do-It-Yourself’ Trade or 
Your Own Installation 
Adjustable! For Level or Stair 
Installations 





Write Today 


Bel Air, Maryland 


Gentlemen: Please send me the soles story 
on “Adjusto-Ease” Decorative iron ond 
“Homecraft” Aluminum Rail. 





ee ee eee 


For more details on above items, use Coupon on Page 66 





SILENT SALESMEN 





PUSH-BUTTON SINKS 


Youngstown Kitchens introduces a 
new concept in kitchen convenience 
that concentrates cooking and clean- 
up in a single area. 


The Servi-Center offers, in only 
a few feet of space, all the features 
of a cabinet sink plus an electrical 
appliance center, a lighted sink 
bowl, push-button detergent and 
hand-lotion dispensers, single lever 
water control, concealed faucet, and 
tilt-out storage bins. 

Two models, 54” and 42” long, are 
available in white or sandalwood 
color. 

Youngstown also offers a promo- 
tional package of 13 kitchen acces- 
sories especially engineered by Stan- 
ley Products Co. 

Contact: Youngstown Kitchens, 
Division of American - Standard, 
Dept. SBS, Saiem, Ohio. 


STAPLE-GUN DISPLAY 


Arrow Fastener offers a promotion 
display for its T-50 all-purpose 
staple gun. 

Each display-shipper contains 
three staple guns. A multi-color 


Coa 
Wwe 


design calls attention to the sales 
message. The display leans slightly 
forward, with no danger of tipping, 
to give full display value to the 
T-50 box top and the sales story. 

Contact: Arrow Fastener Co., Inc., 
Dept. SBS, 1 Junius Street, Brook- 
lyn, N. Y. 


PLASTIC PANEL DISPLAY 


A lightweight portable A-frame rack 
is grooved to accommodate Alsynite 
translucent fiber-glass panels in ver- 
tical display. 

A convenient pocket holds copies 
of Alsynite’s color brochure, which 
describes and pictures the complete 
residential line. 


Contact: Alsynite Company of 
America, Dept. SBS, 4654 De Soto 
Street, San Diego 9, Calif. 


PACKAGED DOOR HARDWARE 


Grant Pulley & Hardware Corp. 
introduces the Rocket Econo-Pak 
for its Rocket 1000/6000 Series of 
sliding door hardware. 

Each Econo-Pak carton contains 
one dozen lengths of track and one 
dozen sets of hardware. Each set of 
hardware is packaged in a trans- 
lucent Mylar envelope. 

Also available are the Rocket Red 
tubes, a packaging for smaller re- 
quirements. The hardware set and 
track are packed in a sturdy tube, 
labeled for fast set selection. 

The Rocket Econo-Pak and tubes 
are available in a choice of 23 sets 
to meet all sliding door hardware 
requirements. 

Contact: Grant Pulley and Hard- 
ware Corp., Dept. SBS, High Street, 
West Nyack, N. Y. 
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PACKAGED CALCULATORS 


One dozen each of five different 
Carroll calculators are displayed in 
a specially-designed plastic counter 
display, set up to encourage impulse 
buying. 

The handy pocket calculators in 
the display were selected from 
among the most popular items in 
the Carroll line. 

Included are a 6” slide rule with 
clear plastic slide and A, B, Cl, C, 
and D scales and conversion tables 
and formulas; stock yield percent- 
age calculators; board foot calcula- 
tor; cost and selling price calcula- 
tor; and profit margin calculator. 

Contact: J. B. Carroll Co., Dept. 
SBS, 319 North Albany Avenue, 
Chicago 12, Ill. 


NAILED TRUSSED RAFTERS 


“Nailed Trussed Rafters for Indus- 
trial and Farm Structures” includes 
designs for nailed trussed rafters of 
30’ span with 4 in 12 roof pitch, 
as well as 36’ and 40 spans with 
5 in 12 roof pitch, to be spaced 4’ 
on centers and to support a total 
roof load of 40 lb. per sq. ft. 

The pamphlet gives test data for 
two trussed rafters of 30’ span, show- 
ing that the designs incorporate 4.5 
and 4.9 factors of safety, which are 
more than sufficient under normal 
service conditions. 

Contact: Virginia Polytechnic In- 
stitute, Wood Research Laboratory, 
Dept. SBS, Blacksburg, Va. 


PAINT MERCHANDISER 


A colorful counter display of touch- 
up paint in two-ounce jars is of- 
fered by the Star Bronze Co. Fea- 
turing nine different color enamels, 
bronze and aluminum paints, and 
spar varnish, the display contains 
two each of the 12 paint items for 
use on small jobs and for touch-up 


purposes. 


The jars have screw top, with 
sufficient width to accommodate a 
1%-inch brush. 

Contact: Star Bronze Company, 
Dept. SBS, Alliance, Ohio. 
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ANODIZED 
ALUMINUM 


Weatherstrip 
and 
Sash Balance 


Combination 
with 


Flocked Springs 


NO CORROSION... 
No Stain... No Blackoff 
No Surface Blemish... 


No Discoloration 


Preassembied for 
. Drop-in Installation 


ALLMETALITE 


ALLMETALITE (ANODIZED) aluminum alloy is another factor in All- 
metal’s march, since 1915, toward maintaining and improving the quality. of its 
products. 

This special electro chemical process develops on the aluminum alloy surface 
a pre-hardened, pre-oxidized coating that will not chip, peel or blister. Finally 
the oxide coating, being porous, is sealed in by a special lubricant. The combi- 
nation of aluminum oxide and special lubricant provide a strip that is free from 
discoloration, stain and surface blemish. And the silver sheen surface will, with 
minimum maintenance, not change nor lose its lustre. 

In addition—ALLMETALITE Balance Strip is free from the stain of black- 
off, the hazard of salt spray and is resistant to abrasion from windblown sand. 

Ready-to-install preassembled balance strips—completely weatherstripped and 
fitted with silent flocked springs are modest in price and abundant in value when 
formed from ALLMETALITE—anodized aluminum. Additional information 
will be sent immediately upon request. 


MILLWORK JOBBERS—Call or write for details —Phone: UNiversity 9-9300 
LUMBER DEALERS—Ask your jobber for window units equipped with ALLMETALITE 





ALLMETALITE is our trade name for aluminum anodized 
by the ALLMETAL continuous coil process. We invite your 
: inquiry for the anodizing of aluminum coil stock. 


A. ee Iu MM E TA. = Weatherstrip Company 


‘Name “ALLMETAL"’ Registered U.S. Patent Office 
1911 Ridge Avenue 
For more details on above items, use Coupon on Page 66 83 











Evanston, Illinois 





DEALER NEWS 





ARKANSAS 


WILTON: The Gunter Brothers 
Lumber Co. here has installed new 
machinery to convert waste slabs 
into wood chips, to be sold to Cros- 
sett industries for paper manufac- 
ture. 


KEYSTONE: Fire recently de- 
stroyed two large dry kilns at the 
Keystone Lumber Co. More than 
100,000 board feet of lumber was 
lost in the blaze, with damage esti- 
mated at more than $50,000. The loss 
was not covered by insurance. Ray 
Parham, Frank Landers, and Elbert 
Landers are co-owners of the com- 


pany. 


GEORGIA 


MONROE: James Lamb Johnston 
Jr. has been appointed general man- 
ager of the Nunnally Lumber Co. 
He succeeds Gabe Jarrard, who 
plans to return to Gainesville to 
enter business as a partner in the 
firm of Modern Building Materials. 
Johnston, for the past 15 months, 
has been associated with the Askew 
Lumber Co. in Newnan, as construc- 
tion engineer and office manager in 
charge of retail sales. 


MILLEDGEVILLE: A saw mill at 
the Hodges Lumber Co. here was 
destroyed recently by fire. The loss 
was estimated at more than $100,000 
by M. Ray Hodges, owner of the 


company. The building and equip- 
ment were not covered by insurance. 


LOUISIANA 


PLEASANT HILL: Sodus Lumber 
Co., general building supplies, has 
opened for business here. W. H. 
Reynolds is the owner. 


CHARTERS OF INCORPORA- 
TION: Franklin Building Supplies, 
Inc., Franklin, building materials, 
listing capital stock of $25,000. The 
company has changed its corporate 
name to Franklin Building Mate- 
rials, Inc.; Shields Lumber Co., Inc., 
Lake Charles, listing capital stock 
of $30,000; Bossier Cabinet and 
Lumber Co., Inc., Bossier City; 
Futureforms, Inc., building mate- 
rials, New Orleans; Fowler-Mc- 
Intyre Lumber Co., Inc., Denham 
Springs, capital stock of $50,000; and 
Vetter Hardware and Lumber Co., 
Inc., New Orleans, listing capital 
stock of $75,000. 


MISSISSIPPI 


JACKSON: Former Gov. Hugh 
White, owner of the White Lumber 
Yard, has sold the yard to Roger 
McGehee Transfer Co. 


TUPELO: J. M. Thomas Jr. has 
announced his retirement from 
Leake and Goodlett Lumber Co. He 


has been secretary-treasurer of the 
firm for 32 years. A former presi- 
dent of the Mississippi Retail Lum- 
ber Dealers’ Assn., Thomas is now 
a member of the executive com- 
mittee of that organization. 


HATTIESBURG: Fire destroyed 
approximately a million feet of 
dressed lumber at the Clinton Lum- 
ber Co. The loss was estimated to 
be $100,000. 


CHARTER OF INCORPORA- 
TION: The Walnut Wood Products 
Co., Inc., Walnut, listing capital 
stock of $5,000. 


MARYLAND 


WEST BALTIMORE: A 10-alarm 
fire devastated the Western Mill and 
Lumber Co. here. The loss was esti- 
mated to be $250,000. Fire Chief 
Klein said 90 per cent of the lumber 
yard was destroyed. 


MISSOURI 


PINEVILLE: Fire caused an esti- 
mated $20,000 damage at the Farm- 
ers’ Lumber and Supply here re- 
cently. The main building of the 
lumber yard and its contents were 
destroyed. The loss was partially 
covered by insurance. 


NORTH CAROLINA 


CHARTER OF INCORPORA- 
TION: Casey’s Mill, Inc., lumber- 
ing and sawmilling, Dudley, listing 











sales offices throughout the world 


ant é- 


ussell, inc. 


GENERAL OFFICE: PORTLAND 1, OREGON 


Merchandisers of all Pacific Coast Forest Products 
Domestic and imported lumber and plywoods 
Kaiser — Fir Tex Insulating Board Products 


DOMESTIC, EXPORT & IMPORT - RAIL & WATER 
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capital stock at $100,000. Sara W., 
Mildred E., Sam, and Leslie Casey 
are the incorporators. 


OKLAHOMA 


SEMINOLE: The safe in the office 
of the Seminole Lumber Co. here 
was broken into recently and rob- 
bed of $317 in cash. 


SOUTH CAROLINA 


CHARTER OF INCORPORA- 
TION: The Jamestown Lumber and 
Supply Co., Jamestown, headed by 
Otto M. Russell. 


TEXAS 


CHARTER OF INCORPORA- 
TION: The Houston Ready-Mix 
Concrete Co., Inc., Houston, with 
capital stock listed at $20,000. 


TENNESSEE 


NASHVILLE: The Robert Walker 
Lumber Co. is adding a fashion 
kitchen department, headed by Dale 
E. Beals, designer and sales director. 
The department is handling Curtis 
Fashionwood and Mutschler Broth- 
ers kitchens. . . . Alsco Windows has 
opened a warehouse division here 
for handling a new type of storm 
window, manufactured by Fetter 
Brothers of Louisville. Herbert W. 
Schneider is owner of the Nashville 
firm. 


SHELBYVILLE: The Gunter Lum- 
ber Co, and hardware store has been 
sold to Jack and Edward Short of 
Oak Hill, W. Va. The latter will be 
manager. Ulric Gunter, founder of 
the 43-year-old lumber firm, plans 
to retire. 


VIRGINIA 


ROANOKE: The Hodges Lumber 
Co. has obtained a $50,000 building 
permit to erect a combination ware- 
house and office here. The lumber 
firm will lease the building to Glid- 
den Co., paint manufacturers. 


WEST VIRGINIA 


HUNTINGTON: The plant build- 
ing formerly occupied by the Acker- 
man Lumber & Manufacturing Co 
has been sold to Chandler’s Plywood 
Products, Ine. 





OBITUARIES 





THADDEUS L. HOWELL JR., 55. 
President of the Bond-Howell Lum- 


ber Co., Jacksonville, Fla. 


LOUIS H. KING. Lumber broker, 


Alexandria, Va. 


JOHN J. BIRD, 69. Retired vice- 
president of the Lexington Lumber 


Co., Columbia, S. C. 
HARRIS Z. 





RAKESTRAW, _ 68. 
Founder and partner in the Gris- 


som-Rakestraw Lumber Co., Burn- 
side, Ky. 


WILLIAM REESE JR., 52. One-time 
partner in the Jones-Reese Lumber 
Co., Highland, Kans. 


EARL D. HAWKEY, 69. Manager 
f the Hudson Lumber Co., Great 
Bend, Kans., for 33 years. 


WILLIAM ALEXANDER BRAND, 
72. Building supply dealer, Staun- 
ton, Va. 

SAM V. DANNA, 63. Founder of 
Danna Lumber Co., Houston, Texas. 


ROLLIE ADDISON HUFFSTET- 
LER SR., 65. Founder and president 


f the Lexington Lumber Co., 
Orangeburg, S. C. 


MILTON L. WILLIAMS, 67. Former 
anager of Higginbotham - Barlett 
Lumber Co., Crosbyton, Texas. 


\RCHIE C. CALHOUN, 53. Retired 
imberman, Taylorville, Ala. 


HARRY J. FRANK, 48. Partner in 
he Sparrow Lumber Co., Tampa, 


ria 


RDMI Relocates Offices 


The Roof Drainage Manufactur- 
rs Institute has moved its execu- 
tive offices to 22 West Monroe 
Street, Chicago 3, Ill. The offices 
were moved from Cleveland, Ohio, 

more geographically centralize 
the activities of the organization. 

Members of the institute from 

e South are the Alabama Metal 
Lath Co., Birmingham, Ala.; and 
the Wheeling Corrugating Co., 
Wheeling, W. Va. 








Ds 


Offers a reliable and specialized service in 


imported lumber and plywood from the Orient, Africa, and South America. 


SOUTHERN SALES REPRESENTATIVES 
Dont & Russell, Inc. Downing Lumber Company 
Washington, D. C. Anniston and Birmingham, Alabama 
Dant & Russell, Inc. Southern Lumber Seles 
Fort Lauderdale, Florida Pine Bluff, Arkansas 
Bolen-Brunson-Bell Lumber Company Cecil M. Brooks 
Memphis, Tennessee Dallas, Texas 


J. E. Elrod Lumber Company Wm. C. Whitridge 
Charlotte, N. C. Box 6202, Houston 6, Texas 
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HOBBS WALL | HELPFUL LITERATURE 


COMES TO 
CALL... 


. with a friendly reminder: 


Next time you check your Redwood 
requirements, get in touch with a 
Hebbs Wall representative. Hobbs 
Wall promises you the best in red- 
wood . . . right for grade and right 
for price. And prompt, cheerful serv- 
ice. 

For the name of your nearest 
Hobbs Wall wholesaler or commis- 


sion man, write or wire us. 


HOBBS WALL 
LUMBER CO. 


2030 Union St., San Francisco \. 
Fillmore 6-6000 - Teletype SF-761 <r 
Hobbs Wall is Exclusive Distributor for 
WILLITS REDWOOD PRODUCTS CO. 
A CRA Mill 
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ALUMINUM SPECIFICATIONS. 
“Tentative Specifications for Porce- 
lain Enamel on Aluminum As Used 
for Signs and Architectural Appli- 
cations” specifies requirements for 
base metal, finish, and thickness of 
coatings. Also cited are performance 
standards for retention of adherence, 
acid resistance, color retention, and 
abrasion resistance. The Porcelain 
Enamel Institute, Dept. SBS, 1145 
Nineteenth Street, N. W., Washing- 
ton 6, D. C. 


DOOR HARDWARE. A 21-page cat- 
alog illustrates and gives dimensions 
for attractive and functional door 
hardware — for custom and stock, 
metal, metal-framed, glass and wood 
doors. Elmer T. Herbert, Inc., Dept. 
SBS, 219 East 44th Street, New York 
47, 8: ¥, 


MATERIALS HANDLING. An eight- 
page report on how a contractor 
uses five Case crawler fork-lifts tells 
advantages and savings of TerraTrac 
mechanical materials handling sys- 
tem. It includes a chart showing 
type of construction, size, and quan- 
tities of materials used on 10 typical 
jobs. J. I. Case Co., Industrial Divi- 
sion, Dept. SBS, Racine, Wis. 


CITY PLANNING. Published by the 
Housing and Home Finance Agency, 
a 7l-page digest, “Planning Laws,” 
deals with laws affecting housing, 
urban planning assistance, com- 
munity facilities, and urban renew- 
al. Superintendent of Documents, 
U. S. Government Printing Office, 
Dept. SBS, Washington 25, D. C. 


ELECTRIC TIERING TRUCK. An 
illustrated bulletin describes the 
Four Directional Electric Tiering 
Truck, designed to transport long 
loads and move sideways. Also in- 
cluded are complete specifications, 
suggested applications, and photos 
of the truck in use. The Raymond 
Corp., Dept. SBS, 371-168 Madison 
Street, Greene, N. Y. 


COOLING -HEATING CATALOG. 
A condensed version of the current 
catalog of Coleman Bonded Line 
home heating and air conditioning 
equipment illustrates, describes, and 
gives specifications and dimensions 
for central heating and’ air condi» 
tioning equipment and cooling units. 
Installation information also includ- 
ed. The Coleman Co., Inc., Dept. 
SBS, Wichita 1, Kans. 


ADHESIVE SPECIFICATIONS. A 
23-page catalog lists official govern- 
ment specifications for a variety of 
adhesives, coatings and sealers by 
military, army, and federal defini- 
tions. Adhesives and Coatings Divi- 
sion, Minnesota Mining and Manu- 
facturing Co., Dept. SBS, 411 Pi- 
quette Avenue, Detroit 2, Mich. 


TRACTOR SHOVEL. A 20-page two- 
color illustrated booklet describes 
operating efficiency, maintenance, 
and other new features of the Y-18 
Industrial Tractor Shovel. Booklet 
also includes quick reference to Yale 
lines of industrial lift trucks and 
hoists. Yale Materials Handling Di- 
vision, the Yale & Towne Manufac- 
turing Co., Dept. SBS, 11,000 Roose- 
velt Boulevard, Philadelphia 15, Pa. 


SEPTIC TANK DATA. An eight- 
page booklet entitled “The Story 
of Willie Bacteria, or How to Take 
Care of Your Septic Tank or Cess- 
pool” explains workings of the sep- 
tic tank and cesspool in simplified 
fashion, illustrated by cartoons. It 
describes the bacterial action of the 
disposal system and what is neces- 
sary for its proper functioning. The 
Educational Division of FX-Lab Co., 
Dept. SBS, 77 Okner Parkway, Liv- 
ingston, N. J. 


BLACKTOP DRIVEWAYS. An il- 
lustrated folder gives helpful in- 
formation on the protection of 
residential blacktop driveways. It 
includes typical home photos and 
seven reasons for using Jennite 
J-16, a preservative said to double 
asphalt pavement life. Maintenance 
Inc., Dept. SBS, Wooster, Ohio. 





“Inventor's Handbook” 


Inventor’s Handbook, published by 
the Arco Publishing Co., 480 Lex- 
ington Avenue, New York 17, N. Y., 
serves as an inspiration and guide 
to either the novice or experienced 
inventor. 

The first section of the book cov- 
ers the historical and legal aspects 
of invention. It includes detailed 
instructions on protecting the in- 
ventor’s ideas through copyrights 
and trade-marks. 

The second section tells the in- 
ventor how he can raise capital to 
get his invention into production. 

The remaining sections describe 
simple inventions that have earned 
fortunes. Included is a list of manu- 
facturers in new and fertile fields 
for the would-be inventor. 

The 144-page book measures 7 x 10 
inches. It costs $2.00. 
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WICHITA HOO-HOOS ENTERTAIN BEN SPRINGER 


These Hoo-Hoo Club No. 173 officers at Wichita, Kans., recently entertained 
Ben F. Springer, center, executive secretary of the International Hoo-Hoo’s. 
Springer, treated to a tour of the Boeing Aircraft Co. plant, was presented with 
a replica of the giant B-52 bomber by Guy A. Houston, president of the Wichita 
group. Hubert F. Heying, Supreme Gurdon from Kansas City, was another 


special guest. 


Pictured are (1. to r.) Karl Stevens, vice-president; Jerry Eitel, publicity 
chairman; Ben F. Springer, executive secretary of International; Lester Neff, 


secretary; and Guy A. Houston, president. 


Hoo-Hoos Make Ready 
For 67th Conclave 


More than 1,000 Hoo-Hoo mem- 
bers and wives from all parts of 
the United States, Canada, and 
Mexico are expected to converge 
on Las Vegas, Nev., September 
14-17, for the 67th annual con- 
vention of the International Con- 
catenated Order of Hoo-Hoo. 

All Hoo-Hoo business and social 
events will be held at the Sahara, 
Thunderbird, Riviera, and El 
Rancho Vegas Hotels, with the 
Sahara as official convention head- 
quarters. Hoo-Hoo Club 106 of Las 
Vegas will be host. 

Snark of the Universe, Ernie L. 
Wales of Spokane, Wash., will 
head proceedings. General con- 
vention chairman is R. N. Whit- 
tington and club president is E. V. 
Brown. 

An informal welcoming party 
for early arrivals on Sunday, Sep- 
tember 14, will kick off the three- 
day conclave. 

The presentation of national and 
regional reports, together with the 
all-important convention Concat, 
are scheduled for Monday. On 
Tuesday, a panel workshop will 
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be featured, giving the delegates 
an opportunity to participate in 
a question-answer period on “How 
to Do.” 

In these sessions, members will 
have opportunity to hear about 
progress that other clubs have 
made in implementing the Hoo 
Hoo programs of wood promotion 
industry education, and yout! 
project. 

On Wednesday, the convention 
delegates will hear reports from 
standing committees charged with 
the responsibility of promulgating 
and formulating Hoo-Hoo aims and 
objectives. Election of Snark of 
the Supreme Nine will follow. Ac- 
cording to procedure, the cere 
mony — Embalming of the Snark 
— will climax the business ses- 
sions. 

Salt Lake City Hoo-Hoo Club 
70, cooperating with the Las Vegas 
Club, is sending a crack degree 
team to officiate at the Concat. 

Entertainment for Hoo-Hoos and 
wives will include a fizz brunch 
on Monday, an outing to Boulder 
Dam on Tuesday, and numerous 
golf matches throughout the meet- 
ing. Wives will be awarded tours, 
poolside fashion shows, and other 
“ladies only” events. 








NEW ornamental iron 


Your M-M’ prospects 


will really go for these 
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. +. BECAUSE Versa Columns 
are heavy duty— they 
oOo have an inbuilt longer 
life, more substantial 
appearance 
«+» BECAUSE Versa Column in- 
stallations are simple, 
quick, and of great 
structural capacity 
+++ BECAUSE Versa quality is 
instantly obvious, and 
price-wise an excep- 
tional value 
e+ BECAUSE Versa Columns 
add true distinctive- 
ness when used under 
porch roofs, carports, 
canopies, in rec roo 
or as room dividers, 


* MULTIPLE MARKET — includes 
“do-it-yourselfers”, builders, 


Write Today Forinformation 


VERSA PRODUCTS COMPANY 
Ledi 14, Ohie 
Send details of Versa-Column program to: 





Name. 





Firm 
Address 
City State. 
Jobber 
ee a ee ee a ey 
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McGowin of NLMA Says 
Lumbermen Must Unite 


Lumbermen must trade words 
for action and enlist the support 
of everyone having a stake in lum- 
ber’s future in order to protect 
wood’s markets from competing 
products. 

That was a recent warning 
sounded by N. Floyd McGowin, 
president of the National Lumber 
Manufacturers Assn., to NLMA 
members. McGowin, president of 
the W. T. Smith Lumber Co. of 
Chapman, Ala. called on all 
branches of the lumber industry 
to join in a “positive, coordinated 
plan” of merchandising and pro- 
motion. 

The plan, he emphasized, must 
be carried out “not just by one 
branch of the industry, but by 
everyone who has a stake in lum- 
ber’s future.” 

“Alongside the manufacturer 
must stand the wholesaler, com- 
mission salesman, retailer, timber 
grower, fabricator, converter, and 
jobber of lumber, plywood, mill- 
work, and all other wood products. 
Even the woodwork teacher and 
the manufacturer of machinery 
used by the wood products indus- 
tries must be enlisted in this 
cause,””’ McGowin said. 

“Few, if any, industries are 
made up of as many separate 
forces. All too often this has served 
as an excuse for each of us to go 
a separate way in merchandising 
and promoting our material,” said 
he. 

McGowin indicated that, as a 
start in the direction toward unify- 
ing such forces, NLMA this fall 
will launch a national wood mer- 
chandising and promotion program 
to cost $1-million or more annual- 
ly. This effort, he said, would be 
in addition to the large amount 
which NLMA’s regional associa- 
tions and individual manufactur- 
ers already spend each year to 
advertise, merchandise, and other- 
wise promote their products. 

To back up the manufacturers’ 
new program, McGowin suggested 
that other segments of the lumber 
industry consider such projects as: 

1. A nation-wide network of 
lumber sales clinics, organized by 
wholesalers, retailers, and com- 
mission salesmen. 

2. The establishment of a form 
of council to determine how par- 
ticipants can cooperate in making 
the country more “wood-consci- 
ous.” 

3. An educational campaign di- 


rected at the younger generation 
and conducted by the Internation- 
al Concatenated Order of Hoo-Hoo. 

4. A Hoo-Hoo program to en- 
courage employees in wood indus- 
tries to buy wood items. 


HIC Contest Indicates 
Air-Conditioning Need 


Analysis of the home improve- 
ment needs of 80,000 home-owning 
families that entered the Home Im- 
provement Council’s ““How’s Your 
Home?” contest revealed substan- 
tial consumer interest in the prod- 
ucts and services of every branch 
of the home improvement-modern- 
ization industry, HIC officials re- 
cently announced. 

Air-conditioning was the home 
improvement desired by the larg- 
est percentage (69.73%) of the 
80,000 entrants. 

Half of the 80,000 wanted im- 
proved ventilation; 52.47% desired 
a second “area” thermostat for 
selective heating. Furniture, appli- 
ance, and fixture interest was high: 
new draperies, curtains, blinds or 
shades needed by 59.73%; new 
living area furniture, by 53.67%; 
washer, dryer, or ironer, 52.80%; 
freezer and/or. refrigerator, 
54%; new or additional kitchen 
cabinets, 55.20%; new lamps or 
fixtures, 51.40%. More than half 
of the entrants wanted to redec- 
orate their bedrooms; 55.60% need 
special racks for shoes and other 
items in their bedroom closets. 

The trend toward outdoor living 
was substantiated by high consum- 
er interest in new outdoor furni- 
ture, barbecue, and _ recreation 
equipment (60.93% of all en- 
trants); trees and shrubs (53.67%); 
improvement of lawn, new lawn 
and garden equipment (52.07%); 
addition, enlargement, or screen- 
ing of patio, porch, or other out- 
door living area (50.47%). Close 
to one-fourth of all entrants ex- 
pressed an interest in swimming 
pools. 

Other significant revelations: 
Close to one-third of the entrants 
had insufficient telephone outlets; 
nearly 20% said they carry inade- 
quate fire, disaster, and liability 
insurance; 31% said they needed 
information on home improvement 
financing. 

The HIC contest was originally 
launched to interest home-owners 
in home improvement and to move 
them to act; to determine potential 
of such market; and to popularize 
the HIC seal. 


Hicks Opens Aluminum 
Specialties Store 


Ed Hicks, formerly Southeast- 
ern regional sales manager for the 
Reynolds Metals Co., has left that 
manufacturing firm to open his 
own sales firm in Decatur, Ga. 
Operating as Aluminum Sales & 
Service, Inc., the Hicks firm will 
retail a complete line of aluminum 
building materials and specialties. 

Hicks will also serve as distrib- 
utor in Georgia for several adver- 
tised brands of quaiity aluminum 
products. These include the alu- 
minum siding of Lifeguard Indus- 
tries, Inc., and the aluminum win- 
dow and door line of the V. E. 
Anderson Manufacturing Co. 

A 25-year veteran of sales and 
merchandising experience in the 
building material industry, Hicks 
is president and general manager 
of Aluminum Sales & Service, Inc. 
Besides Reynolds Metals, he serv- 
ed with the Masonite Corp. and 
the American Chain and Cable Co. 
Sales manager for the new Georgia 
aluminum company will be Fred 
Haunsz, a former salesman for 
Reynolds Metals. 


GI Home Loan Activity 
Shows Continued Increase 


GI loan activity continued strong 
during June, with an increase over 
May in all areas. 

That was substance of a recent 
report from Sumner G. Whittier, 
Veterans Affairs administrator, 
which also indicated that appraisal 
requests on proposed construction 
showed a decline of 2.7 per cent 
for the same period. 

Applications for home loan guar- 
anty jumped 68.3 per cent, from 
8,705 applications in May to 14,652 
during June. According to Whit- 
tier, the increase reflected the in- 
creased appraisal request activity 
of the past few months. Appraisal 
requests for proposed units totaled 
23,391 during June as compared 
to 29,170 the previous month. 

Construction starts on VA guar- 
anteed homes climbed 40.4 per cent 
from 6,043 to 8,482, Whittier in- 
dicated. 


FHA Home Financing 


One of the features of FHA’s 
home financing plan is that no 
second mortgage is involved. 
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U. S. Steel’s Product Label Undergoes ‘New Look’ 


ON THE RIGHT is how the U. S. 
Steel “new look” appears as a 
product label being offered to 
manufacturers of products made 
of steel. The old label at the left 
features a strong U. S. Steel 
identification while the new label 
proclaims only “steel” and the 
“Lighten ... Brighten ... Widen” 
qualities of steel. This light yel- 
low, bright orange, horizon wide 
blue design thus can be used on 
a steel product by any manufac- 
turer, regardless of whose steel 
is involved. Its objective is to 
herald all steel in the market 
place. ; 

Explained Richard F. Sentner, 


Texas Places Third 
In Construction 


A sharp upturn in construction 
contracts in Texas has moved the 
state from fifth place up to third 
place in the nation, and has con- 
tributed greatly to the improve- 
ment in national construction 
totals. 

This was the observation of 
A. W. Kitchens, district manager 
of the F. W. Dodge Corp. A 50 per 
cent increase in Texas contracts 
in April, as compared with April 
of last year, has been a principal 
factor in reversing the national 
downtrend in construction which 
persisted from November through 
March. 

April contracts for future con- 
struction in Texas totalled $182,- 
451,000. According to Dodge fig- 
ures, a breakdown cf contracts 
by the major construction cate- 
gories in April, compared to April 
of 1957 showed: non-residential 
at $71,408,000, up 90 per cent; 
residential at $69,764,000, up 23 
per cent; and heavy engineering 
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USS executive vice-president of 
sales: “Today’s steel is not yester- 
day’s steel. Great scientific and 
artistic advances have been and 
are being made in steel to the 
extent that there are some 10,000 
types, grades and finishes of steel 
in existence today. I suppose we’ve 
taken the tremendous advances for 
granted and assumed the public 
had an appreciation of them. 

“This new merchandising pro- 
gram will herald all steel — not 
just U. S. Steel steel. To the extent 
that this program increases the 
total steel market, U. S. Steel will 
benefit through its share of in- 
creased sales.” 


at $41,279,000, up 51 per cent. 

The Texas gains in both resi- 
dential and non-residential con- 
tracts so far this year are in sharp 
contrast to the national figures 
where declines of 6 per cent in 
residential and 7 per cent in non- 
residential contracts were reported 
for the first four months. 


Univ. of Mo. Boosts 
Wood Merchandising 


The University of Missouri now 
boasts a full-scale school of for- 
estry at Columbia, Mo. 

Two four-year courses are of- 
fered by the school — one course 
in forestry, and the other in wood 
products merchandising. The 
courses offer complete training in 
the characteristics, advantages, and 
limitations of wood products. 

The merchandising curriculum 
also offers fundamental training 
in business courses, such as ac- 
counting, marketing, business law, 
retailing, and advertising. 











“READY - MIX” 


PAYS 


Actual photograph Ready Mix Instal- 
lation at Huston Lumber Company — 
at Carey, Ohio 


Your Winslow representative can call 
on you, at your convenience, and 
prove, with “details and facts,” how 
you can set-up a profitable Winslow 
Ready-Mix plant at a reasonable 
overall investment. 

Here are some typical dealer reports . . 
“our Binanbatch investment paid for 
itself in approximately one year”... 
“big increase in tie-in sales since 
handling Ready-Mix in our yard”... 
“We get additional business in our 
area because we sell Ready-Mix.” 


Take advantage of the Binanbatch 
Ready-Mix profits . . . have our rep- 
resentative prove to you a minimum 
investment puts you in the Ready- 
Mix business! 


Send coupon for 


Winslow Scale Co. 


25th & Haythorne Terre Haute, Ind. 


Please send us details on the Binan- 
batch for increasing over-all profits. 
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DISTRIBUTORS BRIEFED ON LATEST FOLDING DOORS 


Southeastern building product distributors saw and got first-hand facts and 
sales aids on new styles and patterns of folding doors made by New Castle 
Products, Inc., at a recent meeting in Atlanta, Ga. From left, the men are 
D. C. Danielson of New Castle, Ind.; 84-year-old W. J. Beaman Sr. of Greens- 
boro, N. C.; Jack Yauger Jr. of Birmingham; Frank Johnson of Charleston, 
S. C.; Ted Nodell of Charlotte; W. A. Spillman of Richmond, Va.; B. J. Carney 
of Memphis; Dick Morgan of Atlanta, and Bob Haugh of New Castle. Danielson 
is Modernfold door sales manager. B. J. Carney is district sales manager. Haugh 


is eastern division manager. 


Ledermann and King Fill 
NAHB Director Positions 


Robert C. Ledermann, a land 
planning specialist, has been ap- 
pointed director of the Community 
Facilities and Urban Renewal De- 
partment of the National Associa- 
tion of Home Builders. He succeeds 
Frederick E. Wegner, who has be- 
come Deputy Commissioner of 
Licenses for the city of Philadel- 





phia and surrounding area. 

In another appointment, John 
M. King, an _ architect-engineer, 
was named assistant director of 
NAHB Research Institute. 

Before joining NAHB Ledermann 
was account executive with Larry 
Smith and Co. of Washington, 
D. C., real estate developers. King 
formerly was assistant head of 
research and development for Na- 
tional Homes Corp. of Lafayette, 
Ind. 


Flintkote President !s 
Optimistic About 1958 


The Flintkote Co. anticipates 
earning its dividends in the sec- 
ond quarter this year, as the com- 
pany’s building materials lines are 
showing a dramatic increase in 
volume, according to George J. 
Pecaro, Flintkote president. 

Stating that Flintkote is still 
optimistic about the full year’s re- 
sults, Pecaro also revealed the ac- 
quisition, through an exchange of 
common stock of the Utah Lime 
and Stone Co. This follows Flint- 
kote’s initial investment in the 
lime producing field through ac- 
quisition in September 1956 of the 
United States Lime Products Corp., 
leading producer and supplier of 
lime products in the West. 

In the first quarter this year 
Flintkote sustained a net loss of 
$151,435 compared with net in- 
come of $973,104 in the corre- 
sponding period last year. At the 
time quarterly results were re- 
ported, however, directors declared 
the regular second quarter divi- 
dend of 60 cents per share on the 
common. Net sales for the first 
quarter declined 11.3 per cent from 
a year ago. 

President Pecaro said, however, 
that a strong demand for new resi- 
dential construction, stimulated by 
the relaxation of credit and other 
government - initiated programs, 
has resulted in an increase of 
volume for Flintkote’s building 
materials lines. 

The year to date volume of ship- 
ments of Flintkote’s building ma- 
terials equals that for 1957. 





Another Leslie Exclusive -—— an all-new series of adjustable louvers 

that will fit modern roof pitches as low as 3/12 pitch, and up to 

10/12 pitch. 

The new weather baffles on front and rear of the vanes insure excellent 

protection from wind-driven rain and snow. These baffles enhance ap- 

pearance, and provide extra strength and rigidity. 

A wide choice of eight ee from a 32 foot base to a giant 9. 
nanW eather turetsh 10/3" rich ony foot bose. The Series range ot of 3/12 through 10/12 pitch 
we on ae eae Ae : ool Aluminum (-40, L-50, L-60 and 7, The LX Series will fit roof 

ies) — ye a Needs pitches = ‘3/12 oak 6/12 (LX-0, 2 T60, LX-200, and LX-300). 


inte ” \o ad F A plea* gps Toons come Apart 
Giont “King-Sise” Louvers Fully Accom pon Ae Lee le adjustable louvers are fully assembled except the LX-300, 
which is shipped partially assembled 








LESLIE FIXED PITCH TRIANGULAR LOUVERS 


Leslie fixed pitch triangular louvers are available in the 2/12 to 5/12 

pitch ranges from stock. Higher pitches, 6/12 up, are quickly made 

to order. They are manufactured in a wide variety of base sizes from 

oon three feet up to twelve feet. 

NS An excellent feature, exclusive with Leslie, is the pou design used 

‘ a 2a in 6/12, AL in net ists ved the ve ge sit? ‘and ss gan louvers: This 

. provi ‘or easier installation, greater streng a re is space 

a 8 a ota. fin 12, Wik 's Base Lengths 
* 


to 12 Feet We fs PA Ba .— 
+ je 
J Galvanized Steel ind - Write for descriptive literature. 


LESLIE WELDING COMPANY, Inc., 2935 West Carroll Ave., Chicago 12, lil. Ask your supplier for Leslie products. 


Leslie’s long experience in the manufacture of louvers, since 1939, is your guarantee of superior performance end quelity. 


for a 2 x 2 brace, 
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Reynolds Aluminum Adds 
Pre-Enamelling Facility 


Reynolds Aluminum Supply Co., 
distributor of metals and building 
materials, has announced comple- 
tion of a new 18” pre-enamelling 
installation in Atlanta. The new 
equipment, which alodizes and 
paints coiled metal stock in a con- 
tinuous, automatic operation, is an 
addition to the 36” facility in use 
since 1955. It increases painting 
capacity to a total of 30,000 pounds 
per shift for both lines. 

Supplied by the Gasway Co. of 
Chicago, the new line represents 
an investment of $100,000, accord- 
ing to company President Paul H. 
Fox. Pilot production began early 
in April and the equipment is now 
in operation at full capacity. 

According to Fox, only three 
men are required to oversee the 
entire line, which can operate 
efficiently at speeds up to 70’ per 
minute. 

In addition to the manufactur- 
ing division in Atlanta, Reynolds 
Aluminum Supply Co. operates its 
Southern States Containers Divi- 
sion in Birmingham, Ala., and 
metals and building materials 
warehousing outlets in ten major 
cities in the South. The firm’s gen- 
eral offices are in Atlanta. 


Harry A. Stone Dies; 
Mass. Company Founder 


Harry A. Stone, 90, founder and 
chairman of the board of the In- 
dependent Nail & Packing Co. of 
Bridgewater, Mass., died June 
17th. 

Stone founded the company in 
1915, which manufactures the 
Stronghold line of special wire 
nails and threaded fasteners. 


Women Air Housing Views 
at Washington Conference 


The American woman believes 
that an entry hall is essential in 
her home. Some women would like 
two of these structural conveni- 
ences, one at the front of the 
house, another at the back, ac- 
cording to a report by the Congress 
on Better Living held recently in 
Washington, D. C. 

Sponsored by McCall’s Maga- 
zine as a continuing public service, 
the congress was attended by 100 
American women delegates acting 
as spokesmen for the nation’s 49- 
million families. 
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The congress delegates suggest- 
ed that the use of corridors in the 
modern home would be a boon to 
families with children, both in 
affording privacy and in diverting 
heavy traffic from crossing the liv- 
ing room, 

According to some of the dele- 
gates the ideal entry hall should 
have closet and shelf space, and 
be so placed as to prevent callers 
from seeing into the living room 
and other parts of the house. The 
closet should be walk-in size. Any 
available wall space should be fit- 
ted with shelf or cabinet space. 

Annoyances caused by the 
homes in which the delegates live 
brought about a lively discussion. 

Main objections were lack of 
wall space, windows in the middle 
of walls, doors similarly misplaced, 
and the locating of heating units 
under the windows, which in- 
evitably causes curtains and 
drapes to become quickly soiled. 
A number of the delegates wanted 
more closet space. 

In general, the women attending 
the congress want home designers 
to give more consideration to the 
needs of the people who live in 
houses they build, and make every 
possible use of the space that is 
wasted in the average home. 


Cleveland, Ohio, Approves 
Plastic Pipe Water Lines 


In the first such move by any 
large urban municipality, the city 
of Cleveland, Ohio, seventh in 
population among the nation’s 
cities, has approved plastic pipe 
for street-to-house water service 
lines, and has amended its build- 
ing code accordingly. 

According to the Pipe Division 
of Republic Steel Corp., the Board 
of Building Standards and Build- 
ing Appeals of the city accepted 
technical test data on plastic pipe’s 
strength, and case studies on a 
number of private residential, 
farm, development, and suburban 
installations for water supply use. 


Liberal FHA Terms 


The term of loans made under 
the FHA program are more liberal! 
than those of most conventional 
loans, according to Federal Hous- 
ing Commissioner Norman P. 
Mason. FHA-insured loans are 
available to finance property im- 
provements, home purchase, and 
development of rental or coopera- 
tive housing projects. 


BUILT -18S 
are 
BIG BUSINESS 


GAS and ELECTRIC 


BUILT-IN RANGES offer you, Mr. 
Dealer, an opportunity to buy 
at distributor prices. You can 
qualify if you have salesmen 
calling on builders and if you 
have display space. Write today 
for folders and prices. 


TENNESSEE STOVE WORKS 


Cwar INNE 
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Long-Bel/ 


BARN POLES 


put more profit 
in your pocket 


Demand continues to grow for pole- 
type jobs for dairy and beef cattle 
pole barns, for machinery storage, in 
fact for scores of farm and small 
industrial operations. 

Jobs put up with Long-Bel! Pressure- 
Treated poles last longer, look better, 
sell easier . . . and put more profit 
in your pocket. 

Manufacturers of these other “life- 
‘ime” products — 


CREOSOTED SOUTHERN YELLOW PINE & 
DOUGLAS FIR: 
POSTS + POLES + PILING 
LUMBER + CROSS ARMS « TIES 
WOLMANIZED® DOUGLAS FIR LUMBER 
UNTREATED FABRICATED TRUSSES 
629 W. Bidg. 410 T&P Pass. 
Houston, Texas PB he Bidg. 


209 Phildor Bidg. t. Worth; Taxes 
Dalias, Texas 41 7 New Moore Bidg. 


P.O. Box 192 San Antonio, Texas 
DeR 


idder, La, Leonhardt Bidg. 
Okla. City, Okla. 


There Is No Substitute 
For The L-B Brand 


‘ INTERNATIONAL PAPER COMPANY 


DIiVvVIisItion 
KANSAS CITY,MO. + LONGVIEW, WASH. 
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Houston’s Adey Is Cited 
As “Lumberman of Year” 


Herbert Adey of Houston, Texas, 
former sales representative of the 
Southern Pine Lumber Co., has 
been named “Lumberman of the 
Year” by the Retail Lumber Deal- 
ers Assn. of Houston. 

Adey, awarded a bronze plaque 
by association president Weldon 
Walker, was cited as the “dean” of 
the lumber industry “. . . always 
a gentleman, always helpful, a 
true friend; as punctual as they 
come; a good salesman; honest 
and straightforward.” 

Now retired, 7l-year-old Adey 
has been in the lumber business 
for 53 years. He is a former presi- 
dent of the Hoo-Hoo Club and was 
given a silver engraved platter by 
Roy Cummins, current president 
of that organization. 


Gerber Plumbing Fixtures 
Gets Advertising Honors 


Gerber Plumbing Fixtures Corp., 
Chicago, Ill., received three cer- 
tificates of merit for outstanding 
promotional achievements in the 
fifth annual national competition 
of the National Federation of Ad- 
vertising Agencies. 

The Gerber firm received two 
awards for its superior document- 
ed presentation of literature con- 
cerning fixtures and another for 
a multi-media campaign promot- 
ing wholesale distribution. 

The Gerber entries were sub- 
mitted to competition by Sidney 
Clayton & Associates, Chicago, 
Gerber’s advertising agency. 


Seidlitz Sales Up 


Seidlitz Paint and Varnish Co. 
of Kansas City, Mo., and Houston, 
Tex., announced recently that sales 
volume for the first six months of 
1958 was up 24 per cent over 1957 
for the Kansas City plant, and up 
33 per cent for the Houston plant. 
April and May were both record 
months for the Kansas City oper- 
ation, which showed increases over 
the same months in 1957 of 47 
and 52 per cent, respectively. 

The marked increase in sales 
was attributed to the company’s 
color program introduced during 
spring and promoted through deal- 
er dinner meetings throughout a 
22-state trade area. 


HIC Regional Director 


Thomas I. McRee, secretary and 
assistant treasurer of the Fischer 
Lime and Cement Co., Memphis, 
Tenn., has been named regional 
director for the Home Improve- 
ment Council. He will consequent- 
ly serve on the HIC national board 
of directors. McRee will be in 
charge of organizing and super- 
vising local chapters of HIC in 
the Memphis region. 


Longhorn Lasses 
(Continued from page 39) 


respective cities. Inquiries may be 
directed to National President Faye 
R. Brown, Dept. SBS, 3705 Ave- 
nue G, Fort Worth 5, Texas. 

Other national officers and their 
employees — all Texans, by the 
way — are: Vice-President Winina 
Eitt, Whittle Contracting Co., Dal- 
las; second vice-president, Doris 
Bufkin, Kritser Supply Co., Ama- 
rillo; secretary, Lucille Holman, 
Holman Plumbing Co., Corpus 
Christi; treasurer, Laura Feagin, 
Nathan Feagin, Painting, Houston; 
and extension director, Ida May 
Bagby, James T. Taylor, Fort 
Worth. 


Plumbing Supplies 


(Continued from page 38) 


plumbing fixture business at a 
time when there were no full- 
time plumbers in town. By the 
time the first plumber moved in, 
the business was so firmly estab- 
lished that the plumber began 
buying his own supplies from the 
company. Local plumbers still 
look to Barta for many of their 
plumbing items and they show no 
resentment toward him for help- 
ing home-owners to install their 
own fixtures. 

“They take the attitude that if 
we didn’t sell the Do-It-Yourself 
home-owner his plumbing fixtures, 
he would buy from a mail-order 
house and still make his own in- 
stallations, so they don’t consider 
us competition. And we're not.” 

Barta likes the plumbing fix- 
ture business. It makes a profit 
and the stock turns exceptionally 
well. It is among the fastest-turn- 
ing merchandise in the store, he 
declares. 

Plumbing supplies also help to 
sell related merchandise, particu- 
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CHOICE TERRITORIES OPEN 

TO DISTRIBUTORS AND DEALERS 
FOR THE CABINETS 

WITH THE BUILT-IN 

SALES TALK 


KITCHEN 
CABINETS 4 


, FRAME 
“CONSTRUCTION 

No face nailing. Rails 
25/32” solid beech, Rails 
doweled and glued. 
Cabinet ends are tongue 
and rails are grooved. 44” 
overhang on front frame. 


Select Red Birch 
Two Weeks Delivery 
Competitively Priced 


| CABINETS 
Top drawer divided for 
> silver in drawer cabinets. 
= 3rd drawer in 15” and 
» 18” cabinets is metal 
| bread drawer— 


Select red birch face. Solid construction 
with warp-resistant, chip-core 14” 
lumber band %” thick—%” lip. 


Stendard equipment. 


KITCHEN KOMPACT, INC. 


1301 West Main St., Lovisville 3, Kentucky ¢ JU 3-3872 








Modern Mills 


Dry Kilns | “40 Size with the... 


Operated by men 
who know Lumber 


assure you of PANEL SAW 
Rorennisist OTe, ie mm CROSS-CUTS 
Precision Made i ‘sine = OR RIPS 


© 
A Mixed Car can 
contain 
Standard Items 
plus Mouldings, 
Interior Trim, 
Glued Panels 
2 
We are Experts 
at Finger Jointing 


Rips or cross-cuts can aston 
from machine. One mon 
panel alone and quicker the 
All cuts are consistently squc 
iT sere 











WRITE FOR PRICES AND LITERATUR 


RICHARD © BENNETT MFG. CO. 


West Coast Lumber Assn., BOX 331 
Ponderosa Pine Woodwork 
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larly bathroom medicine cabinets 
and bathroom mirrors. These items 
are displayed along with plumbing 
fittings and fixtures. 

Smaller plumbing supplies are 
on open displays, so customers 
may wait on themselves if they 
wish. 

Plumbing fixtures usually fill 
one display window, except dur- 
ing the Christmas season. 

“We need some sort of local 
advertising medium through which 
to promote our plumbing supply 
department,” Barta points out. 
“But lacking that, we utilize win- 
dow and floor displays and per- 
sonal contacts to help people think 
of us when they need plumbing 
fixtures and repairs.” 


Picture Framing 
(Continued from page 35) 


is displayed on perforated hard- 
board painted a light green. This 
serves as an attractive backdrop 
for the natural wood of the frames, 
which are displayed effectively on 
wire hangers. 

Binford advertises its frame de- 








WON'T SHRINK 
This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SEUS BETTER because 





”3 mo 
urham’ 8 Boek: 


this 
ro Bog Use it yourself, and you'll Dor 
see wh ial fast, and Ms 


fall out or 
Water Putty = not hrink, Absolutely 
not. SS eae t. You can saw or 


t or polish it to a velvet smooth 
finish. Easy tou use. we indefinitely. So 


ne with water ~ 


some 
50, 100-Ib. drums ~~ 
r from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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( Here's the one that \ 








partment in the classified section 
of the local paper and occasionally 
in papers in nearby towns. 

Frame volumes are fairly steady 
during the first three quarters of 
the year, according to Binford, but 
40 per cent of the frame business 
is realized during the Christmas 
quarter. 

“One of the best things about 
the frame business is that 90 per 
cent of it is for cash,” Binford 
pointed out. 


Glass Installation 
(Continued from page 34) 


but the customer is told that the 
service costs about as much as a 
new replacement. 

The glass shop is equipped with 
power machinery for cutting, 
notching, and grinding. Hoisting 
equipment is used to unload freight 
cars at the back entrances. Ramps 
leading from the cars into the 
plant make unloading fast and 
easy. 

The drive-in to the glass de- 
partment is a convenient entrance 
from the street. The ramp leads 
into the automobile glass shop, a 
large area where bent windshields 
for every make of car are stored. 
Mechanics are always on hand to 
finish the edges of windshields on 
power machinery. Customers dis- 
cover this after driving in. What 
often leads them to drive in is 
a large sign on the side of the 
building that lists a variety of 
glass services. 

For many years Standard Lum- 
ber has followed a program of 
making prospects glass-minded 
and keeping them that way. Peo- 
ple use more glass, according to 
Manager R. E. Elsberry, if the 
dealer promotes its use and then 
backs sales with the most excellent 
service. 

Glass for structural, utilitarian, 
and decorative purposes com- 
mands more interest now than 
ever before. That is the experience 
of this dealer who has a strong 
sales and advertising program for 
glass and glass service. 


Profit Potential 
(Continued from page 41) 


paper, radio, and television ad- 
vertising. 

Spitz continued: 

“We put a seven-column-by-21” 


ad in the Macon Telegraph on the 
day prior to the opening of the 
shop, and followed this with radio 
and television spots. In addition 
to promoting this workshop as the 
first of its kind in Georgia, we 
gave away free a 9” tilting arbor 
saw. To win this piece of equip- 
ment, a coupon in the newspaper 
ad had to be personally returned 
to the company. No purchase was 
required for a chance on it. Over 
2,500 coupons were returned dur- 
ing the promotion and the saw 
was fortunately won by a man 
with a partial home workshop. 

“In addition to the give-away 
saw, we bought some good low- 
priced paint and advertised $5,000 
worth of it for sale at less-than- 
cost. Of course, refreshments were 
served to all visitors, with a spe- 
cial invitation extended in our 
newspaper ad, too. 

“In newspaper advertising, we 
emphasized the Do - It - Yourself 
angle. 

“We used one-minute radio 
spots, and since the opening we 
have sponsored a quintet on a 
local television station. The work- 
shop received the bulk of this 
promotion immediately before and 
after the opening. Now, of course, 
it is mentioned on the program 
along with our other services. 

“At present, we are mailing in- 
serts out with monthly statements. 
However, it is too early to evaluate 
the results of this type of adver- 
tising,”’ Spitz said. 

Customers using the workshop 
ordinarily know what they want 








THE VERY BEST IS 


TEMPLIN 


ENGINEERED ROOF FRAMING 


FRANCHISE 


NOW AVAILABLE 


No Special Equipment Required 


WRITE OR 


TEMPLIN 


PHONE 
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SELL WINDOWS THAT 
MEET TODAY'S TRENDS 





& i 


ALL-WETHR WINDOWS 


Homeowners prefer wood 2 to | over any other window 
material. Cash in on the popularity of wood windows by 
selling IDEAL All-Wethr Windows. They are perfectly 
suited to our “Age of Color” and the trend toward 
natural finishes and stains. Made of select Western 
Ponderosa Pine © Preservative Treated * Thoroughly 
weatherstripped. For easy, fast, and profitable sales, 
feature popular IDEAL All-Wethr Windows. 








Witae- Line 
tit n Finish 
SHUTTERS ml : 

de more sod more teres we acosng ewer | 6) ANNOUNCING 


to be Wing-Line Fit 'n’ Finish. Any size of 

shutter installation for windows, doors, screens 

and room dividers, can be made from stock | PROTECT - 0 = CAL 

panels, ready to stain or paint. Complete hard- | 

ware kits available. A NEW, SUPERWHITE, HIGH QUALITY 

CALKING COMPOUND DESIGNED FOR THE 

FREE Se Oe LAY SOUTHERN CLIMATE. PRICES ARE COM- 
assortment Fit 'n’ Finish shutter panels. Retail PETITIVE!! 


value of shutters and hardware kits $146.75. CONTACT YOUR JOBBER OR WRITE: 
Your cost only $94.50, with this attractive 


“Sales Scenter” Display FREE. Complete in- | 

structions with each order. ORDER TODAY! yd he 
The Sam A. Company, Yc. MFG. BY AVONDALE CHEMICAL COMPANY 
5035 Willis Ave. Dolles 6, Texas P.O. BOX 3126 ¢ BIRMINGHAM, ALA. 


W. R. HUTSON & CO., EXCLUSIVE SALES AGENT 
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to do, 
Biggs. 

“They are not all well-versed 
in using the materials, but they 
know what they want,” Biggs re- 
marked. “Many want shelves cut 
to size, picture frames mitered 
and joined, and such things. 
Others drop in to use the lathe 
on table legs and ornamental 
turnings of some sort. Most of 
those coming in have workshops 
of their own, though most of them 
are not complete. All are potential 
customers for our power equip- 
ment and, of course, they buy our 
small pieces of cut lumber, ply- 
wood, plastic laminates, and hard- 
ware,” Biggs continued. 

“One of the most unusual jobs 
yet performed in the shop was the 
cutting out of pew-ends for a 
church,” he concluded. 

Commented Spitz: 

“We bought several good books, 
well-illustrated, which will help 
the Do-It-Yourself fan learn the 
fundamentals of power tool use. 
They include such titles as Things 
To Make, One-Evening Projects, 
and Projects for Outdoor Living. 
These are published to sell regu- 
larly at $1.00; however, we retail 
them at 99c.” 

Customers using the shop range 
in age from 25 to 60 years, most 
of whom are men or younger boys 
with an interest in woodworking. 

All equipment in the shop will 
be sold at reduced price at the 
end of the year, according to pres- 
ent plans. Then, the shop will be 
completely re-equipped. 

The firm also rents power tools 


according to Instructor 





ANCO PALLET TRUCKS 
Handles .. . 


10 BAGS OF CEMENT 
8 BAGS OF PLASTER 
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at a set rate. For example, hand 
saw rental ranges from $2.25 to 
$3.00 per 24 hours; sanders from 
$2.00 to $3.25 per hour; 4%” and %” 
drills, for $2.25 and $2.50, respec- 
tively, and the 1% hp router, for 
$2.50 per hour. 

Willingham Sash and Door Co. 
is one of the largest suppliers of 
building materials in the Macon 
area. It covers nearly five acres 
and sells a general line of build- 
ing materials, special millwork, 
hardware and paints. 

O. FP. Willingham is owner of 
the firm and O. S. Willingham is 
in charge of operations. 


Credit Rating 
(Continued from page 37) 


(1) Current ratio — current as- 
sets divided by current liabilities; 
should usually be at least two-to- 
one, but special circumstances are 
sometimes considered. 

(2) Quick assets to current debt 
— cash, receivables and other 
ready cash items divided by cur- 
rent debt; one-to-one is the rule- 
of-thumb, but this too is flexible. 

(3) Debt to capital — money 
owed to creditors compared to 
owner’s money in the business; 
the lower the ratio the better. 

(4) Fixed assets to capital — 
real estate, buildings, fixtures di- 
vided by net assets; ratio should 
be kept as low as possible to 
avoid depleting working capital. 

(5) Inventory to working capital 
— shows percentage of working 
capital tied up in inventory; ab- 
normally high ratio may result in 
shortage of liquid working capital 
to meet other expenses. 

A seemingly unnecessary piece 
of advice to any borrower is to 
cooperate with his bank. Yet, many 
applicants will give information 
grudgingly or throw hurdles in the 
banker’s way. There is no reason 
to withhold information on which 
the bank depends for a decision on 
your loan. At best, this attitude 
will only delay your loan; at 
worst, it will lose it altogether. 

A brief summary of questions 
which bankers ask before grant- 
ing a loan may be found in a short 
pamphlet, “Financial Statements 
for Bank Credit Purposes,” pub- 
lished through the cooperation of 
the accounting and banking pro~- 
fessions. Copies may be obtained 
by writing to The American In- 
stitute of Certified Public Ac- 
countants, Dept. SBS, 270 Madison 
Avenue, New York 16, N. Y. 
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MANUFACTURER'S REPS. WANTED 





To sell Aldor’s exclusively designed Fiberglas- 
Plastic, Aluminum, and Steel Overhead Garage 
Doors, Exceptional opportunity for mts now 
handling wood garage doors or line of building 
products sold to accounts which could be our 
prospects. Give full information, lines, terri- 
tories covered, ete. 

Alder, Ine. 

4300 N.W. 36th Avenue 

Miami 42, Florida 





GOOD LINES WANTED 





Starting own business as Manufacturer's Rep- 
resentative after seventeen years with nationally 
known building material manufacturer. Large 
jobber and dealer following in Southeast. In- 
terested in good, nationally knewn lines. Can 
guarantee excellent sales results. References and 
experience background furnished upon request. 
Write Box 97, Southern Building Supplies, 806 
Peachtree St., N. E., Atlanta 10, Ga. 





FOR SALE 





Douglas Fir Finish specials delivered south- 


eastern estates. 


1 Car 2x6 — 7’, 8’, 14’, and 16° C&Btr. KD 
Dougles Fir S28 1.25/32 x 5% $182.00 


1 Car ix8 R/L C&Btr. KD Douglas Fir 5458 
Std. : $163.00 


Excellent grade and manufacture. 
Inquiries invited from commission salesmen. 


GAITENNIE WHOLESALE LUMBER, INC. 
Box 1774 Phone: 5-4261 
Shreveport, La. 





FOR SALE 





VIROLA. The exotic wood from South America 
that is gaining acceptance like wildfire for 
mouldings, trim, special millwork, cabinets, wall 
paneling. 


. Works 





Looks and finish like hog 


better —— more stable — costs far less. 


We are largest U. S. importers. Maintain ade- 
quate stocks in Lynchburg, Va. AD or KD. 
Truck or rail shipments. Please write, wire, 


Phone for q ion — pl 





RUSSELL SIMMONS LUMBER CO. 


Box 2067. Phone LD 957, Greensboro, N. C. 
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Adgif Co., Div, of Seripto, Ine... * 


Dexter Industries, Inc, A — j 
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? Dickey Clay Mfg. Co., W. S. 3 
Alabama Metal Lath Co. Dierks Forests, Inc. 81 3 THICKNESSES—WIDTHS FROM 3’ to 40’ 
— 100 LIN. FT. PER ROLL — 


Allmetal Weatherstrip Co. RS Dod Wire Products 
American Screen Products Co. . Corp, Second Cov Warp’s COVERALL is made in 3 thicknesses and 
! ; 30, Donald Durt ; y many widths to meet any requirement in building or 
Andersen Corp $1 pnald Dur _ Company po elling. CLEAR COVERALL is a " we 
Apsortag Manufacturing Co., = Donley Bros, Co. ethylene plastic sheeting that has hundreds of appli- 
eb. ac Door Insert Company cations (meets FHA specifications ). 

Anthony Truck Co, 96 BLACK COVERALL, « tough, sunlight-resistant| 
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ae: Pir Plywood Aas... .28, polyethylene plastic film is recommended for use 


A Rubin, Div. of ‘ 
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“juilding Products Div.” MCedar Rapids Block Co. Warps COVERAL is tho Bost Deleannytae aE 
Arrow Fastener Co., Inc, For current prices, © WATER-TIGHT 
Atlanta Oak Flooring Co, E | samples, ond product 5 AciD. PROOF 
Atlantic Steel Company site ‘Malrbintiee OVERALL ods poor e ROT-PROOF 
Jobber or writeto « STAYS FLEXIBLE AT 


Avondale Chemical Co. { . oe 
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Chicago 51. 60 BELOW ZERO 
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CLEAR 3,4 9 Ft. Widths | 16%’, 20°, 24”, 28°, 16%’, 20’, 24’, 28”, 

Bennett Mfg. Co., Richard C, : 32° & 40 FL. Widths 40 Ft. Widths 
6’ 12° 14’, 16%", 20° 4’, 6’, 12’, 14”, 16%" 

24’, 28", 32’ & 20’, 26’, 28’ 32’ & 

40 Ft. Widths 



































Berry Door Company G » FL Widths 


Bestwall-Certain-teed DLE 40 Ft. Widths 
G > ~ . , 
Sales Corp. ardner Asphalt Products Co. _.! Warp's C I else Available in Pre-G a 12 x12’ te * 














Binswanger and Company, Inc, Georgia Pacific Corp. . : . 
Bradley Lumber Co. of Grand Rapids Hardware Co. . 
. ‘ 


ere Grant Pulley & Hardware Corp. 
Britt Sliding Door Corp. 
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Cc Hager & Son's Hinge Mfe. 
Co. C. 


Caldwell Mfg. Co. 
Hobbs Wall Lumber Co. 


California Redwood Association | 
Cameron & Co... Wm. ! Homasote Co. 7 Shepard & Morse 


Homecraft Corp. 


enn Seen toe Huttig Sash & Door Co. ° Lumber Co. 


Classified Ads 
Columbia Mills, Inc. 

ot ~ vn: | 607 Builders Exchange Building 
Cox & Sons, Inc., Arthur Portland 4, Oregon 
Cuckler Mfg. Co. Ideal Brass Works, Inc. . CApitol 2-95 

Curtis Companies, Inc. Ideal Co. 











Independent Nail & 
Packing Co, 
D Industrial Products Co. Inc. 


Dant and Russell, Inc. International Paper Co., 
Long- Div 


Dary! Products Corp. Wood Preserving Div. 


NEW! DOOR INSERT 


MAKES ANY WOOD DOOR A WINDOW AND DOOR 


Any exterior stock wood door can to ventilate and when closed it's com- 
be equipped with this new — pletely weather-tignt. 
hung, weather-tight aluminum window : E 
Base Insert to — need for eeeee Beiy es epedipons cap RE 
a screen door. Made of heavy ex- 
truded aluminum it comes completely DOOR INSERT CO., INC. 
assembled, (except for glass, wire), HOUSTON, TEXAS 
with frame, sash locking device and Rush sample Door-Insert at $6.00. 
plastic splines for glazing and screen- ad 
ing. Available in all standard sizes or 
custom made to fit any door. When 
opened, the door insert allows the air 








. 
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ia Proper Home Ventilation 


Lo Maelo stRiES 700 





ROOF LOUVERS 


Made of attractive roof, heavy gauge 
aluminum with tab fold seams for added 
and rigidity. 

Improved design leaves three sides open for 
maximum ventilation—guard wall around 
base opening affords far greater weather 
protection than competitive models tested 
under exposure to extreme winds and rains. 
Built-in aluminum 8x8 mesh screens keep 
insects out . . . prevent clogging from leaves 
and bird nesting . to break up snow 
and rain... meet FHA requirements. 

Wide sounding flange makes installation 

and easier. 

Fits any type of roof . . . Gable, Hipped 
Pitched or lat—can be used equally well 
for venting attics, or with exhaust fans. 


Cutaway illustrates construction de- 
tail . . . shows base opening with 


Get all the facts about these 

new, attractive, durable, low 

cost Lo Man Co Roor Louvers. 
Ask your jobber or dealer, or write 
Louver Manufacturing Co. for com- 
plete information. 





SPECIFICATIONS 





Model No. 


Overall Size including Flanges 





750 
770 








12%" x 17%" x 4” 
15%" x 21%” x 5” 
17%" x 23%" x 6” 











WORLD'S LARGEST EXCLUSIVE LOUVER MANUFACTURER 


LOUVER 


MANUFACTURING COMPANY 
3603-SB Wooddale Avenue * Minneapolis, Minn. 


For more details on above items, use Coupon on Page 66 
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That roar you hear is the boom bearing down. 
Busy builders, eager to buy. 


STOP the stampede at your door, with a stock 
of Ualco Windows — with the Ualco sign of 
dependability . . . economy . . . easy installation 

. weatherstripped comfort . . . convenience 
that goes on selling years after the sale. 


LOOK carefully. Plenty of windows for all in 
your warehouse? Plenty of sizes, in all twenty 
styles? Don’t lose a single order. Don’t miss 
a penny of this year’s profits. 


LISTEN to these builders in — Virginia: “1 use 
Valco exclusively . . . sturdy... airtight... . 
easy operation . . . flawless mechanics . . . no 
upkeep;” in North Carolina: “best and most 
serviceable window I have used.” 


They're sold; take their orders. Order today. 
A few choice territories left. 





DON’T BE UPSET! IT’S ONLY THE BUILDING BOOM... 


HORIZONTAL SLIDER 


eeeeveeeeeeeeeecs 
JALOUSIE 


eeeeeeoeoeeee 


AWNING 
4 





World's Largest Manuf 
of Quality Aluminum W 


Southern Sash 


SALES & SUPPLY CO., INC., Sheffield, Ala. 


S AND SALES OFFICES 


Hialeah, Florida 

Tampa, Florida 

Fort Lauderdale, Florida 
Elizabeth, New Jersey 
Canton, Ohio 


WAREN( 


Sheffield, Alabama 
Huntsville, Alabama 
Montgomery, Alabamo 
Van Nuys, California 
San Leandro, California 





Misceramic 
offers you the whole ball of wax... 


From one source, one shipping point, you get a full line of ceramic 
wall tile meeting all building specifications ...a full line of ceramic 
floor tile made right in the same plant...a complete line of bath 
accessories in corresponding colors ...a complete line of trim for 
‘both adhesive and mortar installation ...a complete line of quality 
adhesives and grout bearing the approved halimark and meeting all 
architectural specifications ...and a complete line of tools for both 
professional and do-it-yourself installation. In addition to completeness 
of line, Misceramic offers you prompt efficient service from the most 
modern ceramic tile plant in the U.S. today . . . action-getting advertising 
to dealers and consumers. Tile is the trend and the business is here... 
now ... where you are. Distribution in a limited number of virgin areas 
is open, For more information . ..Write, Wire or Call Today! 


Misceramic Tile 


Cleveland, Mississippi 





